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The factor which makes PEACOCK SHOES a super-s:lling 
product is QUALITY. This Quality characteristic is evidenced 
in connection with PEACOCK SHOES, especially throug. the 


Peacock Process of manufacture: 


There is only one quality 


of materials used in making 


PEACOCK SHOES. ..the best. 


PEACOCK SHOES contain no money-saving substitutes for 
those materials that are best suited to prolong wear and 
appearance in well-made shoes. This Standard applies just 
as rigidly to those parts of the shoes which are not visible as 


it does to those forming the external appearance of the shoes. 


QUALITY certainly is one factor responsible for the consis- 
tent repeat-buying of PEACOCK SHOES...and the cost of 
PEACOCK SHOES to retail for $8.50 to $10 permits a margin 





(7 \. of profit that meets the present day needs of the retailer. 


AN 


\ tern especially adapted to j Available in either Spanish, 


\ 

’ N 

/ a) | \ XY The TURCO...A Peacock pat- buckskin and colored calf. 
j 


materials in combination of 4 Continental or Cuban heels. 


BOYD-WRIGHT SHOE CO 


SAINT 


LOUIS -- U.S.A 


PEACOCK SH°ES “ONE OF AMERICA'S FOREMOST STYLE NAMES" 





When writing advertisers please mention Boot and Shoe Recorder 
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The VOICE of the TRADE 


O, the eve 


of National Foot Health Week, 
may we give credit to its origina- 
tor. Dr. Joseph Lelyveld, a mem- 
ber of the National Association of 
Chiropodists and later its presi- 
dent, started the movement. Ap- 
preciating the fact that it was 


more than a movement for mak- 
ing the public chiropody-con- 
scious, we lent all the forces of 
publicity and promotion to the har- 
monizing of foot and shoe service. 
For five steady years we have em- 
phasized the closest cooperation 
between the foot doctor and the 
shoe merchant. 

Next week we will see in nearly 
every store, everywhere, a poster 
that states: “There’s a Spring 
tonic in new shoes—National Foot 
Health Week, April 17-22; and in 
every chiropodist’s office a card 
that reads: “Nation-wide foot 
health week.” Over the radio, in 
newspaper print, in store win- 
dows, in chiropodists’ offices—the 
work goes on. 

The- week is logical in its tim- 
ing, for there is a physical change 
in people that need a correspond- 
ing change in shoes. Make it the 
biggest week of the year in foot 
service and shoe service and then 
when the week is over, accelerate 
interest in the right shoe for the 


right purpose. 


Thayer, McNeil 


of Boston, Mass., present for col- 
lege girls a new shoe«for campus 
wear, the upper of the blucher ox- 
ford pattern being of tobacco 
brown buck, without any trims, 
and the sole being of rough grip 
rubber, while the heel is of the 
spring-style. The same style is 
also made of white buck. It’s 


spoken of as a mannish type. 
* & * 


1 Terhune, 

80, was given a surprise luncheon 
in the office of Holmes & Ter- 
hune Company, Lincoln Street, 
Boston, on his birthday last week. 
J. W. Terhune has lived a life 
of shoes.. Starting as a cutter in 
the W. L. Douglas Co., then es- 
tablishing his own concern, and in 
1902 entering the employ of the 
United Shoe Machinery Corpora- 
tion. He is now on the “inactive 

«MeN WANT You AT THE FACTORY / 


list” of that organization which, 
as he explains it, means that he 
has not retired but stands ready 
to be called if he is needed, at any 
time. The birthday party, held in 
his honor in the office where his 
son Frank is located, brought out 
a host of prominent shoe and 


leather men to celebrate his 
“eightieth.” * * * 





English merchants 
are fighting a system of trading 


through gift coupons which they 
consider as based not on the qual- 
ity of the goods bought, but on 
the attractiveness of the accom- 
panying gifts. A bill has been 
entered in the House of Commons 
for correction of the plan which, 
among other things, permits offer- 
ing women’s Spring season shoes 


G 





in return for 250 empty packets 
of 5 for 2d cigarettes. 

In Germany, a manufacturer 
who offers a “gift” in return for 
coupons must advertise at the 
same time the retail price of the 
“sift” article. Further, if the per- . 
son who returns the coupons 
wishes to have the money instead 
of the “gift,” the cash must be 
handed over. 

In America we recently had 
an example of a rubber tire dealer 
offering rubber shoes as_pre- 
miums. x ok x 


aren “MORAVA”, 


belonging to Bata, Ltd., the 
Czecho-Slovakian shoe manufac- 
turers, has reached Bombay with 
a cargo of 1,000,000 pairs of 
shoes for their various distribut- 
ing centers in India and the plant 
and machinery for a factory at 
Konnagar, Bengal, India, for the 
manufacture of canvas rubber 
shoes. 

The original idea of employing 
the ship as a floating exhibition of 





Czecho-Slovakian products was 
abandoned on account of lack of 
time, it is reported. 

The ship is proceeding to Cal- 
cutta, and to the French and 
Dutch Indies. On its way back to 
Europe, it will take 20 Indian 
boys to be trained in the Zlin 


workshops of the firm. 
* * * 


Kia leather 
merchants are in forming shoe 
manufacturers that the Japanese 
invasion of China has been car- 
ried so far as to interfere with 
shipments of goat and kid skins 
from China to the United States, 
with the prospect that supplies of 
leather, made of China skins, will 
be less plentiful for a while. The 
situation is also complicated by the 
rise in the rate of exchange. 


* of * 
Washington 


authorities on “what the well- 
dressed man ought to wear” re- 
ceived a jolt recently when one of 
its best known figures, Senator- 
elect William G. McAdoo, and 
for years a figure in the Capitol’s 
social life, recently appeared at a 
formal function in morning attire 
but wearing a pair of rather 


bright tan oxfords. 
* 
Many new 


*x* * 
occupations have come out of the 
.so-called depression period. The 


latest to gain our attention comes 
from Cleveland, Ohio, where we 
learn that two young fellows have 
successfully conducted a shoe fit- 
ting service, which guarantees the 
“breaking in” of new shoes at 50c. 
a pair. 

Recalling many shoes we’ve ob- 
served the past two years, it is 
somewhat difficult to figure out 
how they could possibly do the job 


for such a low figure. 
so 6 


dd 
Joe” Morency 
of the Plaza theater, a movie 
house iri Salem, Mass., joins the 
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LET’S BE COCKY AGAIN 


—I recently attended a meeting of the sales 
representatives of a large manufacturing 
firm. 

—The sales manager in his opening address 
which, by the way, held a mighty punch, 
said: 

“It’s my impression that you men have 
lost much of your confidence and even 
self-respect during the past two years. 
We’re all human and | suppose it’s per- 
fectly natural for you to have felt that 
way. But right now is no time for any 
of us to pamper an inferiority complex. 


“We all know our product is a mighty 
good product. We know it’s even better 
this year than it was a year ago. There- 
fore | want you all to become cocky 
again. Then you'll fight harder and sales 
will increase all along the line.” 


—To be cocky is to be confident, cour- 
ageous, aggressive, full of fight in 
defense of your product, sure without 
doubt that you’re going to win in the 
battle for business. 


—Most of us have been cock-eyed long 
enough. Let’s be a bit more cocky from 
now on. 


President 


ranks of the critics of over-cheap 
shoes. “They’re made so cheap,” 
says he, “that the heels come off 
them when pressed on the foot 
rails of the theater, and scarcely a 
day goes by but what one or more 
women come to me, with a shoe 
in hand, to show me how the heel 
came off. Some ask me to have a 
pair of new heels attached, at my 
own expense; but I decline to do 
so, for I’ve seen some shoemaking 
in my. day, and I know when a 
heel wasn’t put on to stay.” 
* * * 


4 d 
Shoe Clinic” 


is the snappy name given to a new 
department in the shoe section at 
Mandel Brothers, Chicago. Here 
unsatisfactory shoes are 
diagnosed and remedies suggested 
to “put them on their feet” again. 
Short shoes are lengthened, nar- 
row shoes widened, dingy unwear- 
able suedes turned into good look- 
ing leathers, pinching vamps are 
lowered, gaps are removed and 


straps and goring replaced. All 
these services in addition to the 
ordinary resoling and relasting of 
worn shoes. 

Many women have shoes in 
their closets that are not worn out 
but are misfits just because the 
owner’s feet have changed and 
not necessarily because they were 
incorrectly fitted in the first place. 

The Clinic is in the regular fifth 
floor shoe department, but an elal- 
orate equipment has been installed 
on the thirteenth floor where or- 
ders are carried out. It is ex- 
pected that this unique service will 
bring much trade into the shoe 
section for new merchandise. 

x * * 


Ross Smith 
of the Smith Shoe Store of Shen- 
andoah, Iowa, plans to reopen 
about Aug. 1, feeling that there 
will be a satisfactory upturn in 
business all over the country next 
Fall. He has been continuously in 
business in Shenandoah for 28 
years—until a fire destroyed his 
store. It originated in the base- 
ment of a cafe next door on a Sat- 
urday morning. The following 
Tuesday the insurance adjuster 
from the National Retailers Mu- 
tual Insurance Company inspected 
the damage and payment in full 
was made immediately. For this 
reason he expresses his thanks for 
his association affiliation that per- 
mitted him to carry 90 per cent 
coverage. ¥* * 


A letter in 


Japanese prompted us to spend 
$1.75 to have it translated. It 
read: “It is my pleasure to know 
that you are, as usual, enjoying 
an everlasting prosperity. I thank 
you. I thank you. At the pres- 
ent, due to adverse business con- 
ditions, I regret I am not able to 
place any orders for shoes in 
America. However, I am sure | 
can do so in the near future. [ 
thank you. I thank you.” 

All that we can say in open an- 
swer is that we learn to live and 
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live to learn. The next time we 
will put a check on our curiosity. 
* * x 


; H. Stone, 
manager of the National Shoe Re- 
tailers Association, reports the II- 
linois Sales Tax as being visibly 
collectible rather than being con- 
cealed in the price of the goods. 
In other words, if the merchant 
sells a pair of shoes for $5.00, he 
adds to the sales slip 3 per cent 
and gets from the customer $5.15. 
Then he transmits the 15c. to the 
state. On items less than $1.00, 
he adds a penny tax up to 34c., 
two cents up to 67c. and three 
cents up to $1.00. There is no 
need for tax stamps or hiding the 
tax within the price of the goods. 
The purpose of the tax is for un- 
employment relief. The law was 


hurried into action for all retail 
sales following April lst and will 
bring millions of dollars into the 
fund. a 


Charles Ault, 


treasurer of Ault-Williamson 
Shoe Co., Auburn, Me., reports 
that orders in the past two weeks 
show good increase and that the 
stimulating thing at the moment 
is the increased size of mail or- 
ders and requests for catalogs 
from all sections of the country. 
He expects—‘“continued weekly 
increase in sales in the next five 
months. Quality products, de- 
pendable service and fair treat- 
ment are again coming into re- 


pute.” oe ae 
W. S. Shaft 


of Shaft-Pierce Shoe Co., Fari- 
bault, Minn., in opposition to the 
proposed Minnesota unemploy- 
ment insurance bill, addressed the 
joint session of the State Senate 
and House: 

“There is no need of unemploy- 
ment insurance in this state, were 
the matter fully investigated 
through hearings of employees, 
employers and the public. These 
three groups know full well that 
whatever fictitious amount is 
added to the overhead of doing 
business must be figured in the 
cost of the finished product, and 
affects directly or indirectly its 


salability on the market. There- 
fore, unnecessary expense should 
be avoided if possible. 

“The people in industry can- 
not exist without the products of 
the farm, nor can the agricultural- 
ist hope to find a market for what 
he produces without the payrolls 
of industry to maintain the pur- 
chasing power of the people. Like- 
wise, the merchants cannot con- 
tinue in business without the 
prosperity of both. 

“Again I say that there is no 
need for unemployment or unem- 
ployment insurance in a state so 
well balanced in its resources as 
the great State of Minnesota, pro- 
viding the village and city coun- 
cils, county boards and state and 
national Legislatures will pru- 
dently spread their respective 
budgets, operate within them and 
give to the farmer and to industry 
a fair and properly balanced tax.” 

s « 


[; a statement 
to the shoe retailers of the United 
States, Anthony H. Geuting, 
president of the National Shoe Re- 
tailers Association, says: 

“The shoe business, seriously 
undertaken and _ conscientiously 


pursued, can not be anything else 
than a professional business. 

“Every shoe merchant in the 
United States has a responsibility 
to see that children grow up with 
sound, healthy, virile feet. 

“Every shoe in the United 
States should be manufactured 
and sold in line with orthopedic 
principles. 

“A perfect shoe alone means 
nothing if not accurately and com- 
fortably fitted to the foot which 
is to wear it. A perfect shoe is 
an orthopedic shoe, and an ortho- 
pedic shoe can’t be more than a 
perfect shoe. 

“Even style shoes can be con- 
sidered from this point of view. 
There is no objection to poetic 
shoes for evening or afternoon 
dress wear, but the principles here 
set forth apply to the shoes in 
which the world’s work is done. 

“T therefore urge all the shoe 
merchants in the United States, 
particularly the master shoe stores, 
to promote Foot Health Week, 
April 17 to 22, making displays 
and directing their publicity to- 
ward this end. 

“This will have the effect of 
dignifying our business and ac- 
knowledging our responsibility. 




















At the top, pump 
developed in dye- 
ables, suitable for 
cotton evening 
dresses. 


Well-designed cut- 
outs in a pump 
(second from top), 
adapted to Summer 
evening wear. 


Suede and kid com- 
bined give interest 
to this (third) shoe. 


The fin-like detail 

(fourth) took its cue 

from Schiaparelli's 
famous shoulders. 
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PUMPS on 


Wel may you ask; 
“What are all these pumps doing here?” 
THE Recorper has been talking oxfords 
and broad T straps. And now we go fea- 
turing ten pump styles at one swoop! It’s 
a fair question. And here’s the answer! 
We are in an oxford cycle (watch the 
high cut of shoes for next Fall). But a cer- 
tain number of customers will always pre- 
fer pumps. A certain number of costumes 
will always call for pumps. Within the next 
few weeks pump styles will have their 
special innings. We are getting into the 
“Silly Season,” when lighter clothes, lighter 
fabrics, lighter colors call for the lightest, 
airiest possible footwear. 


What Kind Of Pumps? 


If you were to compare the shoes shown 
on this page with models of two or three 
years ago, the change would be striking. 
We used to think of the pump as a “dainty 
shoe.” We went in for intricate delicate 
effects in those days—little mosaic—like 
insets of leather, small cut-outs, fine pipings. 
Now we know that a pump, like any other 
shoe, can and should be executed with a 
bolder sense of design. 

The new pumps have “big ideas.” Even 
when intended for formal costumes, the 
areas of these designs are larger, stronger, 
which, oddly enough, has the effect of 
making the foot look smaller because the 


’ 


Laced grosgrain, 

threaded through 

leather, strikes fresh, 
youthful note. 


MOTT 
TTT aur 
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PARADE 


spaces are in better proportion. The illusion 
of line does its part to minimize size on 
shoes, just as it does with our best modern 
clothes. 

This all sounds very abstract, but let me 
illustrate what I mean. The other day I 
bought a pair of pumps that I consider 
were all wrong. (They were, be it said, the 
only pair that fitted and that could be found 
within a short period of time!) These shoes 
have a flower like cut-out on the side. It’s 
a graceful little design, but it is too small 
in its relation to the rest of the shoe and its 
wearer. It makes the foot look big by com- 
parison, like the proverbial pea on a water- 
melon! 

Moreover, it is wrong with the costume 
it goes with. The dress is a straight navy 
blue redingote over a print dress with a big 
soft bow of the print. The bow is soft but it 
is big. The dress is a soft material but its 
lines are strong, simple. The flowers on the 
feet look out of key and out of scale. The 
new clothes have a dash. The new shoes 
should have it too. New pumps should be 
perfectly plain operas (these are always 
good) or they should be designed with this 
new spirit. 

The pumps we are illustrating here all 
have this new quality (they are best selling 
numbers from the New York shops). Per- 
forating is a big idea, even when the per- 

[TURN TO PAGE 43, PLEASE] 


Black patent with 
white stitching — an 
excellent street shoe. 








I 
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The punched-through 
kid pump, at the 
top, is the perfect 
shoe for Summer 
cottons. 


Second, saw-tooth 

edges and perfora- 

tions in a_ novel 
moccasin effect. 


“fi 


Nee 


i, pees 
saftteeff 


Third, the famous 

tucked shoe. Many 

variations of this are 
important. 


Fourth, gun-metal 
patent, to go with 
gray and blue. 
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The Shoe Industry 


— people of today are educated in hygiene of the teeth and mouth, 
on the necessity of removing diseased tonsils, and what the values of 
vitamins are. But they are certainly not foot conscious. The feet to them 
are like the piano player in an orchestra. When he is a good player no one 
notices him; when he is a poor player, no one notices anyone else..... . 
What can the shoe manufacturer do to remedy conditions? The industry 
today is most certainly at the crossroads...... Shall American manufac- 
turers merely cry out for higher protective tariffs and be content to sing 
the slogan ‘Buy American?’ Or shall they focus the camera on their own 
shortcomings and ask themselves, "What have we done to make the people 
foot conscious and desirous of securing the best product?" 


JOHN P. SULLIVAN, PH.D 


Supervisor of Health Education 
Boston Schoo! Department 





oe the stars,” said Mrs. Jones, “And they'll succeed, too,” declared Grandma, “if 
“that the Smiths decided against progressive bridge. something isn’t done to make the American people 
I shall be at the same table all evening and can slip foot conscious. Each generation seems to give less 
off my pumps to rest my weary feet.” thought and care to the feet. In my youth we at 

“Now we know the reason for Mom’s penchant least sat down comfortably and had some care given 
for pumps,” laughed Janet. “Well, I’ll admit stand- 
ing on my feet all day doesn’t make me feel as if | 
were treading on any bed of roses. The short vamp 
shoe is in again and they call them ‘stubbies.’ I'll 
have to rush out early tomorrow morning, for there’s 
a sale of them at Catchcan’s basement. If I’m not 
there when the store opens, there won’t be room 
enough to try them on even standing. It’s fortunate 
that they have each size on a separate table, for the 
saleswomen have time only to make change and take 
the shoes to the bundle girls.” 

“I hear they’ve added a men’s department,” put 
in Mr. Jones. “Smith came in with a fine-looking 
pair today. I could have sworn that he paid twelve 
for them, but he boasted that they were only three- 
ninety-five. Imported, at that.” 

“Landsakes, John,” interrupted Grandma, “have 
you fallen for the bargain fever? And are men 
wearing imported shoes, too?” 

“The imports are cheaper, Grandma,” explained 
Junior, coming to his father’s aid with knowledge 
from his geography lesson, “You know the manufac- 
turer abroad can hire his labor cheaper and work his 
employees longer hours than we can here. Besides, 
there are no strict child labor laws to be met. Im- 
migrants learned the shoe business here and returned 
to their own country to try to beat us at our own 


game.” 
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at the Crossroads? 


By JOHN P. SULLIVAN, PH.D. 


us by a salesman. Now you rush into a basement, 
select a pair of shoes that pleases your eye and fits 
your pocketbook, try them on without assistance and 
like as not wear them out of the store, since it is too 
much trouble to take them off. 

“Even in the shoe departments of the exclusive 
stores, however, I must say I’ve been waited on by 
a salesman who attended two others at the same time. 
He made no helpful suggestions and sold a five triple 
A to a high school girl beside me when it was plainly 
evident that she could barely force her feet into 
them. Talk about progress. In my mother’s time 
the feet had more care. She used to say that in her 
village they had but one shoemaker who fitted the en- 
tire family. Yet he used the same care and thought 
for his customers’ needs as the country doctor. 


dd T 

he youth of today may brag 
about athletic figures, sensible hair dress, care of eyes, 
teeth, nose and throat, and how faithfully they ad- 
here to a balanced diet. But the only thought for 
their feet, the very foundation of their structure, is 
how stylish they look when they are well; who is a 
good chiropodist when they are in trouble.” 

Such a conversation might well be heard in any 
American home. Grandma Jones is right. The peo- 
ple of today are educated in hygiene of the teeth and 
mouth, on the necessity of removing diseased ton- 
sils, and what the values of vitamins are. But they 
are certainly not foot conscious. The feet to them 
are like the piano player in an orchestra. When he 
is a good player no one notices him; when he is a 
poor player, no one notices anyone else. 

What can the shoe manufacturer do to remedy 
conditions? The industry today is most. certainly 
at the crossroads. Foreign competitors storm the 
ports. Shall the American manufacturers merely 
cry out for higher protective tariffs and be content 
to sing the slogan “Buy American?” Or shall they 
focus the camera on their own shortcomings and ask 
themselves, ““What have we done to make the peo- 
ple foot conscious and desirous of securing the best 
product? Is it not true that we have catered to the 
ever-changing demands of the style experts to the 
end that the consumer considers only price and 
mode?” 

The outstanding needs, as the writer sees them, 
are (1) a supply of well-authenticated literature, post- 


RCH ) ee ’ 
a) 


METATARSUS 


a 


we) hy 











ers, models, films and radio talks on foot health and 
proper shoe fitting which would be suitable for edu- 
cational purposes, and (2) a well-planned program 
to educate the public to be foot conscious. If these 
needs were fulfilled, the public would know some- 
thing of foot hygiene; would view the shoe from the 
health angle; and would be willing to pay for serv- 
ice. In other words, the public would be foot 
conscious. 

This objective should not be hard to accomplish, 
since the present-day public is health conscious. This 
has resulted from the fine health education programs 
in the schools, the widespread distribution of litera- 
ture by the city and state boards of health, the radio 
programs sponsored by the medical societies and the 
health columns in the daily press. These agencies 
have cooperated in interesting the public more than 
ever before in personal and public health problems. 

This general interest has been capitalized in many 
instances. The food, milk, dairy and even fruit in- 

[TURN TO PAGE 42, PLEASE] 
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Costumes on this page by courtesy of Best & Co., New York 


White suits in Palm Beach and simple frocks of printed silk or celanese 

crepe, all of which promise popularity this season, call for white 

shoes or white combinations. Showing such costumes in windows, by 

co operation with a women's apparel shop, will suggest the correct 
use of footwear and help to create extra sales 
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By GEORGE E. GAYOU, Associate Editor 


for Sport Shoe Selling 


National Sport Shoe Week, May 22-29 


T O conduct a successful National Sport Shoe Week in your city, town or 
community, organize the shoe men at once. A cooperative effort will 
enable every store participating in the campaign to get its share of the 


sport shoe business. 


The Boot and Shoe Recorder will offer plans and suggestions that will stimu- 
late interest in this nation-wide promotion. Read every issue of the Recorder 
for complete details and ideas. This article outlines the first steps in organ- 


izing the promotion. 


The new selling impetus 
given the Summer shoe business during the past few 
years, in the months of June, July and later part of 
May, can be directly traced to the new customer in- 
terest in sport shoes. There has been a notable bet- 
terment each succeeding season in the sales of this 
class of merchandise. 

Merchants can anticipate even greater sales possi- 
bilities during the coming sports shoe season and 
widespread interest has been manifested in the Boor 
AND SHOE REcoRDER’sS announcement that it will 
again sponsor National Sport Shoe Week, May 22 
to 29. With thousands of merchants cooperating in 
this nation-wide promotion, a successful sports shoe 
season can be confidently predicted. 

This progressive plan dramatically focuses atten- 
tion on sport shoes. It not only builds an acceptance 
for sport shoes, but provides sales suggestions and 
ideas that can be translated into direct selling of foot- 
wear. 

The appeal to personal pride in dress and enhancing 
the general fashion appearance of both men and women 
offers an opportunity for an ambitious program of 
merchandising. Sport shoes no longer find the sales- 
resistance of a few years past. Today they are the 
accepted footwear for men and women for many occa- 
sions, with the largest percentage of the volume being 
worn for office and street wear. 

In addition to their fashion appeal, men find sport 
shoes possess a nattiness that matches the style and 
coolness of Summer apparel. 

How is it possible to throw the white light of pub- 
licity on National Sport Shoe Week? How can the 
merchants of a community make the consumer sport- 
shoe conscious? Full emphasis is best accomplished 
through intensive cooperation. 


With the whole-hearted support of every merchant, 
an organization committee should be formed to pre- 
pare a plan that will increase the potential sales of 
every store participating. The more people who be- 
lieve in sport shoes and are sold the idea that they need 
a pair of sport shoes, the more sales for each store. 
This additional business will be equally shared in pro- 
portion to the normal volume of a store, if a coopera- 
tive plan is developed. With complete window, 
advertising, store display and general promotion co- 
ordinated in one huge effort and drive on sport shoes, 
an impact of this kind will have a positive buying 
influence on the consumer mind. 


The need of the moment, 
however, is to organize a committee for cooperative 
promotion in your community. You, you, or you, 
Mr. Merchant, should assume the organization lead- 
ership. Call together the aggressive merchants of 
your city, town or suburban district, sit down and 
discuss the sales possibilities of National Sport Shoe 
Week. Elect a chairman of the group and he in 
turn can appoint the necessary sub-committee to 
carry out the details of the plan. 

If the dates selected for National Sport Shoe 
Week do not reconcile with the peak selling period 
in your section of the country, change them to fit 
the best possible time. 

Windows are among your best sales promotion 
possibilities. Appoint a display committee to develop 
suggestions and make contacts for available window 
material that will create added interest in window 
displays during the campaign. 

[TURN TO PAGE 46, PLEASE] 




























To Increase Purchasing Power 


The Punch Line of All Action at 
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Washington is to Restore Employment 


Washington will play an important part 
in the business of every merchant from now on. Sig- 
nificant actions this past week follow. We present 
them in a manner aptly described by President Roose- 
velt—with “punch lines.” It is said of the President 
that when any group of people or advisors bring him 
something to read, he says: “Where is the punch 
line?” He then reads that part first and in many 
cases finds it unnecessary to read the background 
text—for he wants to strike right at the point of 
action. 

* * * 

The Black thirty-hour week bill passed the Senate 
53-30 and now goes to the House. That measure 
will limit employment to not more than five days a 
week and not more than six hours a day in “any 
mine, quarry, mill, cannery, workshop, factory or 
manufacturing establishment, the products of which 
move in interstate or foreign commerce. The bill 
will be effective for two years and is designed for the 
present “grave national emergency” in order to 
spread the work. It is expected to “share the work” 
with six million persons now idle. 

ie 


Two hundred fifty thousand men, recruited from 
the jobless, will be enlisted in the Forestry Conserva- 
tion Corps by July 1. Already the first contingent 








in each state is being routed to nearby army posts for 
preliminary training. There they will be made physi- 
cally fit and will be properly shod and dressed for 
the work. The first forestry operations will be south- 
ern woods—to move northward as the weather per- 
mits. The men will be paid twice a month by the 
army finance office, from special funds appropriated 
by Congress. The recruits must agree to allot a sub- 
stantial part of their $30 a month to dependent rela- 


tives. 
* * * 


Opening foreign trade centers largely on recogni- 
tion of Russia and a continuance of the “open door” 
policy in China and Manchukuo. The large amount 
of trade which has been claimed would develop be- 
tween the United States and Russia is problematic. 
Those favoring recognition of Russia say there are 
160,000,000 people needing our products. The only 
trouble is they have nothing to pay with—neither 
money nor goods. The point is long-term credit. 
Russia is now buying from Germany on a plan which 
allows a credit of three years or more, with the Ger- 
man government guaranteeing payment in order to 
get the business. Those in opposition to recognition 
say that it is only a gesture of friendship for Russia 
and that we will merely become “good old Uncle 
Sam” extending loans and credit. 
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Patronage is the club that is holding Congress in 
line. Postmaster General Farley is doling out the 
jobs on the basis of slow feeding, to merely satisfy 
the smallest demands. It is said that the Democratic 
cloak room of each Congressional House sounds like 
a mad house and that a governor of a mid-western 
state has been sitting around since March 2nd, twid- 
dling his thumbs in expectation of a big appointment. 


* * 


Informed economists welcome the Black thirty- 
hour week bill as a constructive move to solve the un- 
employment problem. They believe it will bring an 
immediate rise in employment in many industries. 
The point is made that the United States has the 
greatest potential consuming power of any nation in 
the world and that its operation is the most vital fac- 
tor for recovery. 

x *k * 

Signs of improvement in demand are recorded in 
Washington. Public works by the Federal govern- 
ment and loans to public works by the state are the 
order of the day. If a community builds a new 


water-works, it is considered a factor of future com- 
munity wealth and justifies the expenditure of money 
for materials, service and wage envelopes. The gov- 
ernment construction program may “bull” the market 


for building materials. A leading steel company 
recently placed an inquiry for very large orders of 
heavy lumber and cement and the inquiry alone was 
enough to stiffen prices. 


* * 


Chain store taxes are badly scaring national chain 
organizations. They fear not only the increased state 
taxation, but also the sales tax. A western state has 
already applied a pyramided tax, based on the num- 
ber of units in operation. 

* * * 

There is an undercurrent of feeling that Postmas- 
ter General Farley will reduce the three-cent postage 
before long. The rumor has a good foundation. De- 
partmental estimates indicate that a two-cent rate 
will bring $50,000,000 more in revenue and give 
added employment to many. 


* * * 


Mild inflation is evidently ahead. The Senate Ag- 
ricultural Committee went whole-hog for farm infla- 
tion. The farm bill is being whipped into final shape, 
to bring renewed purchasing power to 40,000,000 
people who live on the products of the farm. The 
point at issue is how to raise prices, restrict acreage, 
and license processors of flour and other farm prod- 
ucts so that the money may be found in the stream 
of trade rather than through bond issue. The Presi- 
dent’s farm advisors have the complete confidence of 
the organized farm leaders. 


SALES TAX IN OPERATION 


Widespread confusion, heated arguments and general 
misunderstanding attended the new Illinois 3 per cent 
general sales tax on the first day of its application, 
April 1. 

On the opening day Chicago stores, on purchases 
from five cents up, applied the tax, causing confusion 
and a lot of serious argument from purchasers who 
pointed out that 20 per cent on a 10 cent sale meant 
17 per cent over and above for the merchant. 

Shortly before noon, however, the large stores ap- 
parently acting on some sort of conference, began col- 
lecting a penny on 10 cent sales, letting that much tax 
ride up to 30 cents and so on in proportion, getting 4 
per cent, on a 50 cent purchase and likewise two cents 
on anything between 33 1/3 and 66 2/3 cents. 

One cent was charged on a ten cent package of 
cigarettes, with customers being advised to buy three 
packages, saving two cents which they would inevitably 
be charged should they continue to purchase them by 
the single package. 

Two large chain restaurants specializing in meals 
running into odd cents, issued a species of “credit 
check,” which worked out so that if the tax on food 
came to one-third of a cent, the “credit check” issued 
was valued at two-thirds of a cent and could be credited 
on the next meal. If the meal was taxed two-thirds 
of a cent a “credit check” was issued for one-third of 
a cent. 

The tax became effective on April 1, in spite of the 
injunction issued by Circuit Judge Jesse Brown, of 
Alton, Ill, who declared the law unconstitutional. 
Merchants, however, in applying the tax took the advice 
of Attorney General Otto Kerner, who informed them 
that in the event of a reversal of Judge Brown’s ruling 
they would be liable for all tax money collected. 








Bankers and insurance company heads have told 
the President that they thought that $3,000,000,000 
in baby bonds could be sold in the country at this 
time on a “prosperity restoration wave.” They say 
Mr. Roosevelt’s popularity can put it over. The 
money thus taken out of hoarding could be used for 
public works and loans to states for state works. 

* * * 

One favored plan for helping the farmer is the use 
of an allotment ratio on wheat and cotton and a use 
of acreage leasing plan on corn. There is no prece- 
dent for such economic measures and the idea back 
of it is to put something into action on the Presi- 
dent’s formula of trial and error. 

+. & * 

Federal directorship of railroads is a possibility. 
Perhaps we will see 20 billions of railroad values put 
through a wringer so that six billions of water can 
be squeezed out. The inner dispute centers around 
how far Federal control should go. The rail chiefs’ 
thoughts are that it should go far enough to bolster 
bonds, but not far enough for actual Federal opera- 
tion. Labor wants it to go all the way or not at all. 
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Prosperity by ‘Saving’ or “Spending ? 


Washington is now the economic 
center of the country, as well as the political center. 
It was our good fortune to spend last week in Wash- 
ington and to contact at first hand a number of the 
members of the Cabinet; also members of the House 
and Senate and to cap the trip with a visit to the 
President, enjoyed by eleven business paper editors— 
who made the special trip to Washington for economic 
background. Direct quotation is impossible and the 
conclusions as here presented represent our opinions 
and deductions alone. 

The great struggle is on! Will the principle “save 
for prosperity” do the trick or will we be forced to 
“spend for prosperity?” Facing two ways at once. 


Those who advocate the principle of “save for 
prosperity” believe that the only path back is to 
revive and restore the American principle of pri- 
vate initiative as the only force that will restore 
business, restore wages and restore buying power. 


This school of thought believes that the govern- 
ment’s function at this moment should be that of 
eliminating wasteful or unjustifiable government ex- 
penditures—federal, state and local. The very re- 
duction in the cost of government will, by their 
thinking, decrease taxation and release moneys for 
private enterprise. 

This form of “saving for prosperity” has already 
accomplished much good in radical reduction in fed- 
eral, state and local spending, through drastic reduc- 
tion and reorganization of administrative depart- 
ments. It proposes now to eliminate unnecessary 
overlapping and duplicating functions of the federal 
government and the forty-eight states. The econo- 
mists believe that a nation that balances its budget 
and lives within its income inspires confidence and 
crystalizes the determination of the people to put their 
financial house in order. Constructive economy in 
government is well on the way to reality. 

But then what? Many men in Washington believe 
that “saving for prosperity” is too slow a process 


and that what is needed now is a “kicker.” With the 
machinery of business slowed down to dead center, 
and the pendulum in balance, a good push of govern- 
ment funds will put the machinery in motion so 
private business can then join in to accelerate its 
speed. 

The time to apply a stimulant is now. And if it is 
a mild form of inflation, the group interested in 
“spending for prosperity” say “now or never!” The 
really ambitious believe that a public works bond issue 
of from one billion to three billion dollars will be a 
real “shot in the arm,” stimulating the country back 
to prosperity. They reason out that money loaned 
a city for public waterworks is real social wealth 
for years to come. Let the work be done now, is 
advocated. 

To restore the purchasing power of forty million 
people, farm aid in one form or another is almost 
assured. The hope is that it can be collected from 
the processor, which means that the public will pay 
more for its foodstuffs. Whether it is a case of 
improved psychology or that forces in the grain field 
have brought about a rise in that basic commodity, 
where the outlook is seventy-cent wheat—the pros- 
pects brighten perceptibly. The farmer has not yet 
seen a sufficient improvement in his purchasing power 
to cause general cheering but certainly his hopes run 
high. He is getting the benefit of inflation in spirit, 
if not in financial fact. 


This we do feel, after 


contacting agricultural experts and_ reforestation 
chiefs—that money is going to be spent by the fed- 
eral government to stimulate new hopes for those who 
work in the field and forest. If the purchasing power 
of the country improves, it will be communicated to 

the cities. 
There has been a noticeably better feeling devel- 
oped in April in the railroad field, in the labor field 
[TURN TO PAGE 47, PLEASE] 
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the biggest white season in years 
IN STOCK 


LOUISE—No. 3224-25—White Calf, White Bado Cloth POLLY—No. 3463-25—White Calf, White Mesho Cloth 
Panels, 110 Last, 19/8 Continental Heel, AAA to C— Panels, 800 Last, 16/8 Covered Cuban Heel, AAA to C 


Mesh cloth is reborn with the coming of the 1933 white season. The stock 
numbers above are the types most in demand. You will find them excep- 
tional sellers. Prices are right and the quality there—so order quickly. 


$3.00 RETAILERS $4.00 RETAILERS 


These four numbers are not 

in stock, but can be made 

up and delivered in three 
weeks. 


TYME—Ne. $265-15—-White Kid, White Bado SUNSHINE—No. 4240-96—White Garo Cloth, 
Cloth Panels, 110 Last, 19/8 Louis Heel....$1.95 White Calf Trim and Tip and Fox Underlays. 
11) Last, 19/8 Louis Heel ‘$2 


Three weeks makeup. 
Three weeks makeup. 


Our large in-stock depart- 
ment is ready to serve you 
at all times. 

Write for catalog. 


9, 
—No. 3864-25—' i 2 10 DAYS SWANK—No. 4457-15—White Kid, White Elec- 
AMteto. Cloth pam 37 Ta 8 one To tra Cloth Panels, No. 800 Last, 16/8 Conti- 
Cuban Heel $1.95 nental Heel $2.4 
Three weeks makeup. Three weeks makeup. 


HOGE-MONTGOMERY C60., Inec.. FRANKFORT. Ky. 


When writing advertisers please mention Boot and Shoe Recorder 
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S T ETSON 

has occupied a distinguished place 
on the Evans Honor Roll for 
many yeats. . . . This new Stetson 
number is 


“The Avion” 


Stetson Style #2142 
Perforated thru tie 
Black Ruby Kid 


over one hundred years 

ans & Company has de- 

elf to the best interests of 

the manufacturer and the 

ler of quality shoes . . Today 

Feit valuable customer lise contains 
Pscores of outstanding shoe manv- 
e:- facturers . . . Proud of this con- 
ae tinued confidence John R. Evans 
; y 1as instituted the Evans 
Roll .. . From time totime, 

e past, Evans advertising 

will feature the names and feet 
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Clear through! Any test you wish to 
make, Ruby Kid comes through,—with a rich, 
jet black,—and vitality and strength that defy 
wear and tear . .. A definite sales influence. 


@ Llandardize on Gians Brands 
of HN &. fi. EVANS & CO. 


“GAMDEN, N. J. { SccE@) PHILADELPHIA 
_ CINCINNATI ° ST. LOUIS H 2 BOSTON - MILWAUKEE 
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15 IDEAS FOR CO-OPERATIVE PROMOTION 


Start with teaser ads in the papers a full week ahead 
of Sport Shoe Week. 
5 


Have letters or post card invitations sent to every 
family in the community inviting them to visit their 
favorite shoe store to see the new sport shoes during 
Sport Shoe Week. 

Sd 


Have a Sport Shoe Style Show at a local theatre— 
with a sufficient number of performances to admit 
everyone who wants to attend. 


Sd 
Arrange for “minute talks” by men or women at the 
local movie houses every afternoon and evening during 
Sport Shoe Week. 

Sd 
A Sport Shoe Week parade on Monday, including a 


band, a float or two and a lot of cars with appropriate 
signs, will focus attention on Sport Shoe Week. 


* 
Brief radio talks, on Sport Shoes and Sport Shoe Week 
over local stations make a good “hook-up.” 

@ 
Have everyone associated with the stores wear sport 


shoes wherever possible—even in the store—with ap- 
propriate clothes. 


Get Sport Shoe Week displays into the windows of 
every store selling sport shoes, whether it is large or 
small. Give prizes for the best. 

5 


Have a “Sport Shoe” contest with prizes for the best 
brief article on “Why | Like Sport Shoes for Summer.” 
@ 

Have editorials and news column stories in the papers. 
Also have cooperative ads. These in addition to ads 
by individual stores. Keep papers alive with ads and 
stories about sport shoes. _ 

Sd 


Have a series of articles about local sports, clubs and 
celebrities—“with personal appearances” of the latter, 
if possible. 

e 
Have the mayor officially open Sport Shoe Week with 
some publicity stunt, like a presentation to the mayor 
of a sport shoe wardrobe. 

@ 
Have stickers to paste on car windows, or tags to 
hang on them—“This is Sport Shoe Week—Have you 
Bought Yours?” 

Sd 


Have stores in other lines, such as apparel, clothing, 
millinery, concentrate on sports wear in ads and dis- 


plays. 


Select your Sport Shoe Week colors—green and white 
makes a cool combination; blue and white are also 
cool—to use in all displays. 
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| Uptown 
Shoes .. 


For the Man About Fown } 






Into each of the more than sixty 





Uptown in-stock styles is built the 





fit, comfort, fine quality and value 





that is sought out by well-dressed 





men everywhere...and there are 





still plenty of them who are able 









f 


and perfectly willing to pay five 


dollars to get these advantages 






that a lower price cannot buy. 








fit 


A ao BRAND on 


ay No. 1923-2 Fine quality black calf with leather heel. —ONSHE 


Same style in all-over brown calf. Both priced at $3.00 
























ROBERTS,.JOHNSONS RAND 


Branch , International Shoe 


=e ST. LOUIS fe 
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Use SHOWMANSHIP and 
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Plan a Cooperative Community 
Promotion for Sport Shoe Week 


Showmanship and shoemanship— 
a planned program and cooperative effort—are essen- 
tial to 100 per cent success in the promotion of Na- 
tional Sport Shoe Week, May 22 to 29. 

It’s a BIG IDEA, national in scope, national in 
importance. It must be handled that way. Casual 
promotion by one or two stores in a community will 
not gain the attention it deserves and demands. It 
must be done in a big way, if you want to sell the 
idea of sport shoes to more people than have ever 
worn them—and give sport shoe sales the greatest 
impetus they have ever known. 

The time is ripe. Each recent season, the popu- 
larity of sport shoes has increased. The nation is 
mentally receptive to the change and cheerfulness 
sport shoes will give. (There’s a slogan for you— 
“For change and cheerfulness, wear sport shoes.”’) 

But only through combined effort and planned pro- 
motion will you make Sport Shoe Week the great 
success it can be. On the opposite page the Boor 
AND SHOE ReEcorper offers 15 suggestions for a co- 
operative program, to be used by shoe stores in com- 
munities throughout the country. It makes no differ- 
ence whether your town is large or small, or even if 
yours is a “shopping street” in one section of a big 
city. The ideas are applicable and thoroughly prac- 
tical. 

This is an occasion and an opportunity in which 
every store that sells sport shoes should cooperate. 
Each store, large or small, should join with all other 
local shoe stores and departments in putting on the 
biggest and best Sports Shoe Week program your 
community has ever known. 

Don’t wait for the other fellow to take the lead. 





Step over to your competitor’s store today—now— 
and ask him to help get everybody lined up. Invite 
them all to a meeting. If there’s no local association, 
anyone can call the meeting to order. Have a chair- 
man, secretary, treasurer and director of promotion 
elected, and turn the meeting over to the chairman. 
Arrange ahead to have someone nominate certain 
persons, selected in advance, for the four offices. 

The expense is not great when pro-rated according 
to the size of the stores. Nor will the individuality 
of any store be lost. The individual ads, window 
and interior displays will guard against that. The 
point is, that an elaborate program, complete enough 
to be effective, can be put across through cooperative 
effort, whereas it would be too expensive for an indi- 
vidual store. 


a it is the 
idea of wearing sport shoes that you want to sell. 
Once they’re sold the idea, people will buy sport 
shoes at their favorite store—or the store that has 
what they want. 

It’s your opportunity for extra pairage—more 
profits, especially so since Sport Shoe Week encour- 
ages early season buying. 

In succeeding issues, Boor AND SHOE RECORDER 
will give more detailed ideas and suggestions, which 
elaborate on the ideas suggested on the opposite page. 

Get busy now—see your competitors—form your 
Sport Shoe Week Committee—get your program 
outlined. Invite and include everyone who sells sport 
shoes. Do things in a big way—that you may get 
the utmost good out of Sport Shoe Week in your 
community. 
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In spite of conditions, YOU CAN 
SHOW PROFITS ander PETERS’ Plan 








eee | “After two years’ operation under the Peters’ 
eet io + ows Plan we are quite satisfied. We feel that we 
Ss) ae | have done very well, in spite of existing con- 
ditions, when we can stay out of the red and 

show profits.” Curtis & Roosa 


2 operations of 
the Curtis & Roosa 


Store have been charac- 
terized by two achieve- 
ments which are worthy 
of special mention. Tra- 
verse City is a town 
with a permanent pop- 
ulation of about 12,500, 
located in the summer 
vacation area of north- 
ern Michigan. 

In spite of unusual 
seasonal fluctuations, due to a transient summer 
population of tourists and vacationists, Mr. Curtis 
and Mr. Roosa have maintained an inventory in 
proper balance with consumer demand throughout 
all seasons of the year. They have been aided in 
their merchandising problems by the complete 
system of stock and accounting control which is 
provided by the Merchants Service Department; 
a record of sales by types and patterns provides 
the basis on which their purchases are intelligently 
anticipated and planned. The perpetual inventory 
shows the condition of their stock at all times and 
enables them to take advantage of the large floor 
stock of the Peters Shoe Company to fill in sizes 


frequently. 

As the result of “having the right shoes at the 
right time,” Curtis & Roosa have maintained a con- 
sistently high mark-up throughout the two years 





For Complete Information 


POTOUS se 


Bit Co. } Saint Louis 


since the store was opened. Scientific control of their 
inventory has enabled them to close each season 
with only a few pairs on hand to be “cleaned out.” 
Mark-down losses due to over-buying of seasonal 
shoes have been cut down to a negligible factor. 


It is noteworthy that the Peters line has met the 
requirements of this store, which draws as its cus- 
tomers vacationists from all parts of the country. 
The complete range of patterns, sizes, and widths 
embodied in the Peters line enables Curtis & Roosa 
to concentrate their purchases on one dependable 
source to draw on a large floor stock for prompt 
deliveries and to concentrate all of their advertising 
efforts on one nationally advertised line. 

The earnings of this store have been consistent. 
Their operating statements for both 1931 and 1932 
showed a net profit on the investment over and 
above the salaries of both partners. 


Regarding Peters’ Plan Write 
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By HARRY R. TERHUNE 
FIELD EDITOR 


O. P. |. Celebrates Tenth Anniversary 


Boner! It’s almost 
here! What are you going to do 
about it? 

The Fontius Shoe Co., Denver, 
made the holiday pay a maximum 
dividend last year through the use 
of a series of novel window dis- 
plays and newspaper advertise- 
ments. The two mediums were 
closely tied up, both featuring ex- 
actly the same items. 

The children’s window was the 
most unique feature of the cam- 
paign. ‘Easter Parade” items for 
children were displayed in a win- 
dow trimmed with numbers of ar- 
tificial bunnies, chickens and other 
decorations. The floor of the 
window was completely covered 
with heavy grass mats. All show- 
cards used in this window were 
illustrated with sketches of chick- 
ens and bunnies. 

All other windows were 
trimmed with Easter lilies during 
the week before the holiday, and 
showcards were illustrated with 
sketches of lilies and other holi- 
day designs. The most attractive 
card was printed in lavendar on a 
white background. The display 
space was worked out in unit form, 
one section being devoted exclu- 
sively to white shoes, another to 
blacks, another to pumps, and so 
on. 





Special line etchings made the 
Fontius newspaper advertisements 
particularly conspicuous. The 
featured models were illustrated 
in white against a line etching 
background. Prices and other fig- 
ures were also used in this way. 
Most of the ads were illustrated 
by small cuts of rabbits and tulips. 
Shoes for children were given 
good representation in every ad- 
vertisement. 


ae 9 

wo of the greatest 
gifts that God gave to man are 
brains—to develop and think with, 
and speech—to express our 
thoughts with,” says John L. Har- 
ris, expert shoe fitter in New 
York. 

“Brains—are a matter of expe- 
rience (some call it study) and 
reasoning,” he continued. 

“Speech—is a matter of words, 
and when delivered in a logical 
manner, gives expression to our 
line of thinking. I derive a great 
deal of pleasure in exchanging 
views with those who have ‘rea- 
soning power’ and most folks have 
that power if you speak a lan- 
guage they understand. 

“The word ‘shoes’ is understood 


by many. It’s a ‘foot covering.’ 
But ‘Shoe Language’ is something 
that is not so well understood and 
in our shop we prefer to speak a 
language everyone understands. 
I prefer to call this language 
‘Baby Talk,’ illustrated with 
‘Word Pictures.’ I have found 
this method not alone profitable, 
but entertaining as well. Our cus- 
tomers seem to enjoy our ‘Quaint’ 
ideas—in fact, they are ‘enter- 
tained’ to such a degree that they 
not only come back for more but 
recommend their friends to drop 
in for a bit of Enjoyment. 

“On Broadway, the theaters 
that give a good show, do busi- 
ness. What is a good show? En- 
tertainment properly presented. 
Many good shows poorly staged, 
are flops. You can apply this 
thought to shoe stores if you have 
a mind to. I have. We have good 
shoes and present them properly 
in language that goes over. 

“No two actors play a part the 
same way, and no two men can be 
expected to ‘sell an idea’ quite the 
same way. Each has his own in- 
terpretation. 

“T hardly expect, therefore, that 
you will accept my every word and 
my every gesture as being ‘just 
the thing’; still, if you get an idea 
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"SPEAK NO EVIL; SEE NO EVIL; HEAR NO EVIL" 





The message of the talisman above is paraphrased by O.P.I. thus: 


of how to play the part out of how 
I do it, I will have accomplished 
something. 

“There are heaps more that can 
be said on this subject of ‘fitting 
feet’—not merely ‘selling shoes’— 
and it would be nice to hear from 
‘them that know.’ And remember 
this—the chap that says it can’t be 
done, will be interrupted by the 
chap that’s doing it.” 


surgeon who can produce the best 
results and you never question the 
cost. Why? Because your case is 
so serious and so important to you 
that you dare not gamble for a 


"See all; Hear all; Tell all." 


bargain or a cut price doctor. So 
rates the shoe business.” I am now 
quoting Walter Roose of Omaha. 
“Go to the shoe store and to the 
shoeman who can give you the 
best results for your foot health, 
foot comfort and foot style. Just 
the price of the shoe is a small 
item in comparison to the price 
you might have to pay to get your 
feet back to health—provided the 
shoe has not been properly fitted. 
“What can a competent consci- 
entious shoe man do for you: 
“1—He can give you the proper 
shape for your feet. 2—He can 
fit you in the size that your feet 
need. 3—He is able to recom- 
mend the leathers best suited for 
your feet. 4—He is able to ad- 
vise you as to the proper tread 


for your feet. 5—He is able to 
fit you in the type shoes your feet 
need. Rigid type shoes, semi- 
flexible type shoes, or flexible 
type shoes. 6—He is able to aid 
in your foot comfort by advising 
you in the case of your feet. 

“All these factors enter into the 
price you pay for your shoes in 
good shoe stores with experienced 
shoe sales people. Not one indus- 
try in this country demands the 
study, experience and knowledge 
of its business as the foot-fitting 
business in a shoe store. 

“With all this exceptional fit- 
ting service and foot experience 
thrown in, the profit on the mate- 
rial value of the shoes themselves 
is smaller than the profit in any 
other business except one—the 
grocery business, and that busi- 
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ness is almost a self-service busi- 
ness today. 

“It will only be a matter of 
time until the medical profession 
(especially the limb and foot spe- 
cialists) will demand that shoe fit- 
ters shall be rigidly examined and 
registered to insure the future 
foot health comfort for the people 
of America.” 





Flew to keep quality, 
style and beauty uppermost as 
their platform and still catch the 
eye of the canny Saturday busi- 
ness-girl shopper is being consid- 
ered right now as an important 
question at the Chicago I. Miller 
store, according to Mr. A. Silver- 
man. 

He is approaching it in the fol- 
lowing manner. Better merchan- 
dise will be talked up and displayed 
during the first four days of the 
week with a week-end event de- 
voted to popular priced hosiery. 
Girls who see quality, beauty and 
style talked up all week will carry 
over this idea into the Saturday 
specials, Mr. Silverman figures, 
and will be convinced that they 
are getting the BEST quality that 
can be obtained at the price 
quoted. 

This is a definite appeal to femi- 
nine psychology. Many business 
girls who are used to wearing 
quality apparel are having to save 
their pennies these days, but the 
appeal still has to be made on the 
basis of “quality for your money” 
rather than on “cheap merchan- 
dise,” is the thought here. 





F you have trouble 
in providing quick service for 
your Easter customers, here’s an 
idea that should help you. 

The Feltman and Curme store 
located at 1006 Sixteenth Street 
in Denver has solved the problem 
by means of a novel station ar- 
rangement. All during the rush 
period before the holiday the dif- 
ferent salesmen all have specified 
posts which they take care of ex- 
clusively. The plan prevents a 








waste of time resulting from sales- 
men running back and forth from 
one part of the store to another. 
As a rule, two men are assigned 
to each section of chairs. This 
gives each man four or five chairs 
to take care of. By sitting in the 
middle of his part of the section 
a salesman can divide his atten- 
tion between at least two custom- 
ers at a time, and can sometimes 
take care of three or four at once. 





B, catering to 
the mature class of women, rather 
than to the so-called “chic” clien- 
tele, the women’s shoe shops of 
The Hub, Baltimore, Md., have 
developed a very substantial busi- 
ness in foot comfort-giving foot- 
wear, according to S. Dantzic, 
buyer for the women’s shoe shops. 

Mr. Dantzic stated that fully 70 
per cent of the women’s business 
is done in the low-heel type, in- 
dicating that women and particu- 
larly the matronly and business 
women prefer footwear designed 
to give them foot comfort. They 
want footwear that will not tire 
them out. 

Customers who have foot 
trouble requiring corrective or 
other treatment are referred by 
the store to doctors qualified to 
handle such cases. Mr. Dantzic 
stated he felt it was not in the 
realm of the shoe shop to under- 
take this. 

The Hub secures some fine busi- 
ness in comfort giving footwear 
by soliciting the trade of various 
hospitals, convents, restaurants, 
etc. 





4d 
Ste Bootery”’ 


of Wallace, Idaho, recently jumped 
into the limelight when they put 
on an interesting shoe sale contest, 
and which resulted in heavy sales. 
Prizes of $5, $3 and $2 were 
awarded to the three individuals 
collecting the greatest number of 
used shoes. One youth collected 
146 pairs, another 128 and a third 
125. These were later distributed 
to the needy unemployed. The idea 


Boor AND SHOE RECORDER 
combining THE SHOE RETAILER, April 15, 193: 





was coined and put over in good 
shape by Manager James H. 
Mackay. 





Pp osters swung from 
iron cranes at Cutler’s attract the 
attention of buyers to feature 
items which are changed from 
time to time. 

Right now one swinging poster 
suggests : 

“Have your salesman show you 
the Cutler bag.” 

This ought to help the salesman 
slide to base on an added sale. 

The other poster suggests: 

“Look at Cutler Watersnake 
Slippers for Spring.” 





A window display 
recently creating inordinate in 
terest in Portland, Ore., was that 
of the Meier & Frank store whose 
shoe department is one of the 
largest and most modern in the 
section. The wonderful window 
was given over to one of the most 
pressing problems of the hour. I: 
portrayed the influence surround- 
ing juvenile protection and child 
welfare. 

Bringing forth the best in- 
fluences at- work to protect chil- 
dren from themselves and stem the 
flow to the ranks of the freight- 
train, box-car riding, hitch-hiking 
boys and girls in their teens, there 
were shown in the M & F window 
display staged near the Morrison 
Street entrance, models of uni- 
forms of the Girl Scouts, Boy 
Scouts, Camp Fire Girls, Girl Re- 
serves and the other juvenile pro- 
tective agencies. 

Besides the physical, social-con- 
tact, right-organization influences. 
the spiritual welfare of the child 
was suggested by a grouping of 
good books, and the motto: “Good 
Thoughts, Good Deeds, Good 
Books.” In the forefront was the 
Best Book of all opened at the 
celebrated 91st Psalm, with a 
handy reading glass magnifying 
the text a hundred-fold for 
passersby to pause and ponder on 
the footsteps of the child. 
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nenidncine variety 
and novelty into shoe merchandis- 
ing, Harry Perkins, Inc., Fifth 
Avenue shoe shop of Seattle, 
Wash., with exclusive feminine 
lines, staged a “Coming Out 
Party.” 

Enjoying a large social clientele 
and numerous contacts among 
prominent society women of the 
Pacific Northwest metropolis, Mr. 
Perkins adopted their form of 
social introduction, treating his 
new line of shoes for Seattle to a 
real “Coming Out Party,” with 
all the terms and etiquette of a 
social debut of a bud in the best 
circles. 

His invitation was to visit the 
store and enjoy the special exhibi- 
tion for three days to meet “Nika 
sandal” and “Daun tie,” and the 
other modes. 

“You are invited,” Mr. Per- 
kins announced, “to the ‘Coming 
Out Party’ at Harry Perkins, 
Inc. And what successful debu- 
tantes they’re going to be! They’re 
the belles of every ball in New 
York Palm Beach 
Miami . . . and now they’ve come 
to capture Seattle. . 2 

Lively interest in the exhibition 
was maintained during this debu- 
tante party by the entire collection 
of shoes on display. 





A\llen Holbrook, Jr. 
of the Cleveland Stetson Shop has 
opened an early Spring demand 
for sports shoes through the use 
of a novel window display. The 
window, which has been stopping 
the passers-by, consists of a sim- 
ply designed map of Greater 
Cleveland shown on a heavy card- 
board easel at the rear of a well- 
selected array of golf and sports 
shoes. The map contains a few 
streets of importance to give di- 
rection and an aspect of distance. 
Charted on this map are all of 
the golf clubs located within the 
area. Each is indicated with a 
green square, a flag and the name 
of the club. At the top of the 
easel in large, outstanding letters 
is the message, “Your Golf Club 
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HARRY R. TERHUNE 


Ts years ago this week, we assigned 
Harry R. Terhune to the job of covering 
the country from coast to coast, from 
Mexico to Alaska, to get at first hand the 
living ideas of merchandise in motion. In 
ten years he has covered every state in the 
Union—some of them a dozen times— 
traveling by automobile over 300,000 miles. 

In this quest for ideas he visited stores 
large and small and found one common 
principle at retail—that the best ideas come 
out of the minds of men who, in search for 
a profit, use simple and direct methods to 
interest the American public in coming into 
their stores. 

Ten years of glorious travel and contact 
with shoe men everywhere, with one thing 
always in mind—the ultimate use of that 
experience translated to the printed page 
of the Boot and Shoe Recorder. 

When we started him on the road to high 
adventure, in the search of ideas, we hit 
upon a happy phrase, “Other People’s 
Ideas,” which Harry abbreviated into those 
magical letters O. P. I. 

In the span of ten years, we record a full 
2,000 selling ideas that have within them 
the germ of interesting the American public 
in shoes, their use, their purpose and their 
pleasure. 


One slogan has been uppermost always: ~ 


“Getting more shoes sold right, not only 
‘more’ but ‘right’; sold for the right purpose, 
to the right wearer, in the right fitting, for 
the right price, at the right profit.” 

O. P. |. this week celebrates its tenth 
anniversary of service and carries on. For 
“All rivers run into the sea; yet the sea is 
not full: unto the place from whence the 
rivers go, thither they return again.” 


ARTHUR D. ANDERSON, 
Editor. 


eee 
SPE A EE I NS EEE 





and Shoes That Play the Game.” 
Both men’s and women’s shoes are 
shown in the group of merchan- 
dise. 

Although chill winds were still 
sweeping Cleveland, Holbrook 
says they got a good play. One 
fellow even stopped in to inform 
them that his club had not been 
included on the map. The win- 
dow stimulant has stirred the 
sports shoe trade early. 





Pawine in step 
with the present-day demand for 
super-service, the downstairs shoe 
department in O’Conhnor-Moffatt 
& Co., San Francisco, has installed 
a complete and modern shoe shin- 
ing parlor directly in the shoe de- 
partment. The argument is that 
a shoe department should be the 
headquarters for every kind of 
service connected with shoes, and 
the public should find it possible 
to get a shoe shine in a cozy store 
rather than to be obliged to 
patronize the chilly sidewalk shoe 
stands. 





A seasonable 


atmosphere is worth striving for 
in every window display, accord- 
ing to Max Weitman, manager of 
the Paramount Boot Shop, Den- 
ver, Colo. 

Last Spring Weitman gave hts 
windows the proper seasonable 
touch by covering the floors with 
grass mats. Shoes in Spring col- 
ors stood out in a striking manner 
against the green of the artificial 
grass floor covering. The effect 
was heightened by use of artificial 
Spring flowers on the background 
and scattered through the display. 

“We have found that timely 
‘sets’ increase the effectiveness of 
almost any display,’ Weitman 
said. “In the Spring people are 
naturally thinking of green grass, 
flowers and other things. Conse- 
quently, a window which ex- 
presses their thoughts is bound 
to attract attention. The same 
thing holds true for every other 
season of the year.” 
















I’m giving you 
80% of my business 


T was after closing hours. They had 
gone out to dinner and then had gone 
back to the store to discuss the facts 
brought out by a stock analysis. The 
manufacturer’s salesman had that day 

asked permission to make such an analysis. 
“T believe I can show you ways to improve 
your stock—reduce it—speed your turnover 
—get away from excessive mark-downs,” he 
had said. The retailer was a little doubtful. 
Still he had a wholesome respect for this man- 
ufacturer and his salesman. “Go ahead, see 
what you can find,” he had agreed. 


The retailer had to admit, when he saw the 
figures and heard the recommendations, that 
here was a salesman who knew what it was 
all about. The things he pointed out were 
perfectly logical—the system he advocated, 
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simple and easy to follow. There was no 
doubt left in the retailer’s mind. You un- 
doubtedly could make more money if you 
followed such a plan, and had a trained, man- 
ufacturer’s salesman to cooperate with you. 


But, when the salesman mentioned that one} 
of the Brown Plan requirements was 100% 
Concentration on Brown Shoe lines, the re- 
tailer balked. “Say,” he said, “I’m giving you 
80% of my business now! Aren’t you satis- 
fied ?” 

The Brown Shoe salesman smiled. It was 
the usual and perfectly human reaction. 

“You bet, I’d be satisfied with 80% of your 
business,” he said, “and so would my house. 
But the plan wouldn’t work for you. Way 
back in its early stages, some 10 to 12 years 
ago, we tried the Brown Plan without 100% 
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Concentration. It just wouldn’t work. Here’s 
why. 

“Other manufacturers’ salesmen, naturally, 
were not in sympathy with the plan. They 
didn’t understand it. If the retailer and the 
Brown salesman working together found it 
necessary to throw out a number in a com- 
petitive line, the salesman for that line would 
consider it a dirty trick on the part of the 
Brown salesman, and try to get back at him. 
Strife and misunderstandings of one kind or 
another always kept the plan from function- 
ing properly for the retailer. 


“Now, if it’s just between you and Brown 
Shoe, and there is no one involved with in- 
terests contrary to the purpose of the plan, 
we can work together wholeheartedly. Your 
interests then are identical with ours. So the 


Brown Plan requires 100% Concentration be- 
cause it is the only way it works to bring 
those fine profit records that are being made 
under the Plan.” 


The Brown Shoe representative does not 
approach you on the subject of Concentration 
until he has reason to believe that the plan 
will fit your needs and you will fit the plan. 
If he asks it, grant him permission to analyze 
a section of your stock. Whether or not you 
and he eventually reach an agreement, we are 
confident that his analysis will prove interest- 
ing, and your personal contacts with him 
refreshing. 


raw Sroe Gowan 


T. LOUIS 
Manufacturers of the Concentration Line—including Buster Brown Tread 
Straight Shoes for boys and girls and BROWNbilt Tread Straight Shoes 
for men and women. 


When writing advertisers please mention Boot and Shoe Recorder 
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A novel Springtime window display of women’s shoes by Cammeyer, Inc., of Fifth Avenue, New York. 


After Easter Window Displays 


Should Put Sales Pressure Behind Spring Shoes 


Now that the pre-Easter 


season is over, the problem of the shoe store display 


man is to create a series of windows that will help 
his store produce a maximum of sales, particularly 
on those types and styles of shoes that are specifically 
designed for Spring wear, during the weeks that in- 
tervene between now and the opening of the Sum- 
mer season. In the northern sections of the country, 
at least, Summer will be formally ushered in with 
the observance of National Sport Shoe Week, May 
22-29. 

In accordance with plans previously outlined in 
the Recorper, thousands of shoe stores will next week 
devote their window space to promotion of National 


Foot Health Week, which provides an effective foil 
for the fashion publicity that characterized the pre- 
aster selling season. Stores that have decided to 
tie in with the Foot Health Week campaign have 
already completed their plans for these displays, so 
the immediate problem has to do with the last week 
in April and the displays for the early weeks in May, 
prior to the big promotion of sport shoes which starts 
on the 22d of that month. 

In most sections of the North this has been a late 
Spring. A shoe merchant who has had many years 
of experience in the business observed a few days 
ago that most Springs were late Springs, in the sense 
that the selling season for Spring merchandise rarely 
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oA DISPLAY 


OF 
PIED PIPER 
> SHOES 

> BY 

' THE MAY 

» COMPANY 

» LOS ANGELES 












BROADWAY AT EIGHTH 
LOS ANGELES 








Season after season, year after year—Pied Piper 
aggressive leadership holds the unswerving loyalty 
of such fine, successful institutions as The May 
Company—outstanding quality department store of 
Los Angeles. 












There could be no finer tribute to Pied Piper ex- 
clusive, patented health and comfort features— 
pace-setting juvenile styling—prompt, efficient in 
stock service—and effective selling cooperation— 
than this broad, lasting support of America’s finest 
stores. 







Pied Piper Shoes are being featured by an increas- 
ingly large number of successful retailers. We 


would like to tell you why—and how the Pied Piper 
proposition can simplify your juvenile stock and. 


increase your volume. 










i Write for new catalog and full 
details of the Pied Piper fully 
protected exclusive agency plan. 














WORLD'S GREATEST HEALTH SHOES FOR CHILDREN 


| Naiathon Shoe Co; 


WAUSAU, WISCONSIN 
MANUFACTURERS OF JUVENILE FOOTWEAR EXCLUSIVELY 
SINCE 1914 
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An April window display directed to the early golf enthusiast should help sell more pairs after Easter. Photograph shows a novel golf shoe 
window treatment by the Goodwin Shoe Store, Fitchburg, Mass. 


opens on schedule, with a bang, and carries through 
consistently. Seasonally, and weatherwise, March, 
April and early May are likely to prove disappoint- 
ing. This year certainly is no exception. 

The natural result is that a great many merchants, 
who were optimistic in their buying, find themselves 
at this period overburdened with merchandise that 
has to be cleaned up through some form of high- 
pressure promotion between now and the opening of 
the Summer. It may be a post-Easter sale; it may 
be some other form of special promotion. - In times 
like these it’s pretty likely to be a sale. But in any 
event the windows can be used to advantage in clear- 
ing up this stock of Spring leftovers, provided they 
are used to good advantage. 

Therefore, as soon as National Foot Health Week 
is ended, the shoe store should logically return to 
the presentation of Spring styles in its windows, 
using Spring fashions as the main selling appeal, with 
price as an added incentive to buy in the event that 
the merchant sees fit to resort to a sale at this time. 
Following out this reasoning, women’s show win- 
dows for the next few weeks will feature the blues, 
grays, beiges and other shades which the merchants 
bought with a view to Spring selling, and the pat- 
terns and types of shoes in their stocks that are suited 
to Spring wear. 

In men’s shoes, we believe, pair sales can be in- 
creased by a promotion of brown oxfords at this time. 


Many men have bought new brown or blue Spring 
suits for which brown shoes are appropriate, and, 
except for the early Fall, this should be the best sea- 
son in the year to sell men’s brown shoes. Certainly 
it is logical to put the maximum of sales pressure 
behind these shoes before the sport shoe season opens, 
for after that men will be interested chiefly in whites 
and in black and white and brown and white combi- 
nations. So be sure to plan a good window featur- 
ing men’s brown oxfords for late April or early May. 

The Cammeyer window, reproduced at the begin- 
ning of this article, is a striking and interesting pre- 
sentation of Spring footwear, with a background that 
is both original and well adapted to the theme. It 
suggests a type of treatment that can be developed 
at moderate expense and is an ideal setting for 
women’s shoes for the Spring season. Observe the 
advertising tie-up obtained by the reproduction of 
the Cammeyer ad at the right. 

While the big push on sport shoes comes late in 
May, with National Sport Shoe Week, it will not be 
amiss to remind the early golf enthusiast in April 
that a new pair of golf shoes at the beginning of the 
season is one of the best ways to improve one’s score. 

Finding a great many people are able to exist today 
without replacing golf and sport shoes, the Goodwin 
Shoe Store, Fitchburg, Mass., has made a strong en- 
deavor to change that attitude through some very 

[TURN TO PAGE 44, PLEASE] 
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Oiling 


Drying 





| By the time the skins have finished 
' with the coloring process, they have 
' undergone pretty strenuous treatment. 
| Swollen in the liming tubs, dehaired and 


stretched, shaved and scudded and other- 
wise buffeted by knives and _ rollers, 


| thrown into the alkaline chemicals of the 


puering baths and the acids of the chrome 
tannage, and drummed in the mordants 
and the dyeing materials of the coloring 
process, it might seem a wonder they 
could ever be silky and smooth and pli- 


' able again. 


But now the skins are entering on a series 
of processes that will restore all of the 
softness, pliability, and texture for which 
the previous mechanical and chemical 
processes have been preparing them. 

After the washing that follows the fat 
liquoring in the coloring room (where we 
left them last time) the skins are piled 
on sawhorses and given a real rest (12 
hours) from the strenuous treatment they 
have been undergoing—and an opportu- 
nity to assimilate and thoroughly digest 


| the dye and the fat liquors they have 


just received. 


| Then they are run through “putting 
' out” machines, closely resembling the 
' “striking out” machines we have already 
| seen in operation but differing from them 
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NO 10 of a series of pen and camera 
° sketches in a modern tan- 
nery, tracing the successive operations in the 
conversion of raw goatskin into Glazed Kid. 


and 


SURPASS 
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in purpose and in 
certain details. These 
present machines are | 
used to “set out” & ~ 

the skin, to lay it out , 

full and even, and to 

improve the grain 

rather than to re- | 

move chemicals. In 

order to accomplish 

this, the skins are run through the ma- 
chine grain side up instead of flesh side 
up, and as a result the grain is laid out 
smooth and fine and the whole tone of the 
surface is improved. From these “put- 
ting out” machines the skins are fed to 
the rotary brass drums of the first of two 
other machines, through which they go 
to be fed the nourishment and lubrication 
that will build up their strength, their 
resiliency, and their wearing qualities. 
In each of these machines large rotary 
brushes sweep across the skins as they 
slide through on the brass drums. One 
of these brushes picks up glycerine, with 
which it coats the skin... in the second 
machine, the skins receive neat’s foot oil 
from the brush. 

A perfect combination of oils has now 
been added in the amounts and in the 
order that has been demonstrated to be 
most effective in building up a skin’s 


LEATHER CO. 


















health and strength. And so, thoroughly 
impregnated, the skins go to the drying 
rooms. 


The above illustration shows one of 
Surpass’s six drying rooms—rooms that 
when necessary can hold 4000 dozen (48,- 
000) skins, each one hung separately on 
an individual, horizontal rung. These 
rooms have to be large, for, rather than 
hurry them along Surpass keeps the skins 
in these air drying enclosures for the full 
time that has proved to show the best 
results. Here in the dry atmosphere, 
water is evaporated from each skin and 
the excess glycerine and oil is given a 
chance to soak in and thoroughly pene- 
trate throughout the fibres. And here, 
in this room, drying out on the rungs, we 
will leave our lot of skins until we pick 
them up again and follow them through 
the “staking” processes in sketch No. 11. 











Black and colored glazed kid for 
outside stock and linings (also gen- 
uine Kangaroo) can be obtained 
JSrom Surpass in any grade and 
of standard unvarying quality 
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dustries have profited by this health 
interest. The newer knowledge on vita- 
mins has exercised an influence in the 
pharmaceutical business. The public 
interest in sunlight has been felt in 
therapeutics. Most industries have at- 
tempted to commercialize these newer 
findings and also to capture this pub- 
lic interest in health. The recent pub- 
licity given to the famous foot special- 
ist across the border emphasizes most 
emphatically the public concern and in- 
terest in health problems. 


Public Not Foot Conscious 


The public, however, even with this 
general health concern, is not yet foot 
conscious. Why is it that the shoe in- 
dustry has no organized plan to edu- 
cate the general masses? Foot health 
and correct shoe fitting are the poor- 
est treated subjects in the field of gen- 
eral health teaching. One is amazed 
at the almost negligible amount of lit- 
erature for the lay reader. Literature 
for school health teaching is equally 
barren. 

The paucity of literature in this field 
is hard to explain. In comparison with 
other fields, such as dentistry and nu- 
trition, it is unbelievable that such an 
important topic as foot hygiene and 
correct footwear should be neglected. 

This lack of educational material for 
schools and for public consumption 
may be demonstrated by a few find- 
ings. In a leading educational index 
for the past four years there were 
found only five articles on the foot and 
but three articles on the shoe which 
could be used for general lay reading. 
In a general index of periodicals ex- 
tending over the same period there were 
but twelve articles on the foot and 
nineteen articles on the shoe. This lack 
of simple material for the lay person 
is further emphasized by the tremen- 
dous amount of literature found in 
other fields and all intended for pub- 
lic reading. 

Extending over the same period there 
were found in the educational index 
some forty-seven articles on nutrition, 
discussing such phases as vitamins and 
milk. Under the heading of dental edu- 
cation there were some fourteen ar- 
ticles. In the general index of peri- 
odicals for the same four years nutri- 
tion was discussed in one hundred and 
thirteen articles and dental education 
was allotted forty-six articles. 

This contrast brings out clearly the 
utter lack of literature on foot health 
as compared with other health subjects. 
In a further study made of some ten 
health text books used in the leading 
school systems of the country, and all 
published since 1927, it was found that 
five texts did not mention anywhere 
either the foot or the shoe. Five texts 
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The Shoe Industry at the Crossroads ? 


[CONTINUED FROM PAGE 19] 


did give some space to these topics. 
This latter group assigned on an aver- 
age of about one page to the structure 
and care of the foot and about one- 
third of a page to correct shoe wear. 
One text went to the extent of empha- 
sizing the secret code used in shoe sizes. 
Although this policy is not now gen- 
erally practiced, here is a health text 
spreading this news far and wide. In 
another study of some _ twenty-five 
health courses of study which are the 
teaching guides for the classroom teach- 
ers, only five give any consideration 
to foot health and correct footwear. 

In the field of pure research, experi- 
mental psychology has _ contributed 
much to our knowledge of the problem 
of human handedness, but very little 
attention has been given to footed- 
ness. Published works on foot behav- 
ior have been very meagre. In the 
field of practical research very little 
has been published in correlating foot 
structure with shoe structure. These 
few examples point to the possibilities 
which the shoe industry has of con- 
sidering the educational field. 

At this point the writer would like 
to suggest to the shoe industry that it 
organize a central educational council 
and formulate a program sponsored by 
the leaders in the shoe field, and in co- 
operation with leading foot specialists, 
which will prepare and distribute lit- 
erature, charts, posters and _ other 
media on foot health hygiene and cor- 
rect footwear with the objective of 
making the American public foot con- 
scious and thereby reducing the num- 
ber of foot ailments. 


Central Educational Council 


Other lines of endeavor have utilized 
this central educational council to their 
advantage, namely the milk, dairy, 
soap and glycerine industries, to men- 
tion a few. Both the general public 
and the school officials accept gladly the 
assistance of such an educational coun- 
cil. Schools in particular cannot as a 
rule contact commercial organizations, 
but do deal with central educational 
councils. Schools can teach about a 
product but cannot advertise the com- 
pany or companies associated with that 
product. 

This central educational council, en- 
dorsed and guided by the leaders in 
the shoe industry, would be the first 
organized attempt to educate the pub- 
lic to be foot conscious. Such an or- 
ganization would do much good for the 
public and in return would do much 
for the industry itself. 


A program sponsored by this cen- 


tral education council of the shoe in- 
dustry could fall into three fields: (1) 
work among the general public, in- 





cluding radio broadcasts in collabora- 
tion with the local medical societies, 
displays at the fairs and public health 
conventions, also small pamphlets for 
general distribution, (2) work in the 
industry itself, possibly encouraging 
practical research which would be of 
benefit to the industry as a whole, and 
(3) work among the schools. 

The writer is particularly interested 
in the program for the schools. This 
field represents the most important in- 
fluence since nearly everyone in Amer- 
ica passes through the schaols at some 
time in his life. The school program 
should consider foot health, foot struc- 
ture and coverings of the foot, such as 
stockings, shoes, sneakers, sandals, and 
rainy day accessories. These topics 
should be correlated. They belong to- 
gether and should be considered so. But 
to emphasize their importance even 
more these topics should integrate 
through the theme of proper posture. 


Program for Schools 


The writer has not considered any 
specific program for the schools. ‘lo 
describe such a plan in detail would 
be lengthy and would lead to almost 
endless possibilities. However, it would 
seem that such a program would fall 
into three fields. (1) Assembly pro- 
grams, including able and qualified 
speakers for talks on foot health and 
correct shoewear; showing of films; 
and furnishing of printed materials 
for pageants which pupils may drama- 
tize, depicting the historical and health 
angles of shoes. (2) Exhibits for cir- 
culation among the schools, including 
posters and collections of shoes as worn 
in various parts of the world in dif- 
ferent periods of the world’s history. 
A most valuable adjunct to this exhibit 
idea would be the construction of small 
boxes containing models, charts, sam- 
ples of correct wear for girls and boys. 
This box could well be used for demon- 
stration and objective teaching. (3) 
Classroom teaching aids, including spe- 
cific teaching units for the various 
grade levels. This would be most wel- 
comed by the average teacher. IIlus- 
trative material and models would also 
be effective. 

The manufacturers and retailers in 
the shoe industry would be concerned 
naturally with the advantages to be 
gained by undertaking such a program. 
The desirable outcomes would be many. 
There would be the honest attempt to 
make the public foot conscious. Also 
from a purely business angle the plan 
would be profitable in stressing the 
idea of shoes for the occasion. This 
would not only be of value to the gen- 
eral public but would certainly prove 
of value to the industry. 
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past year. 





A MESSAGE 
from Converse Rubber Company 


The Converse Rubber Company is again operating under 
its own management and wishes to express its sincere thanks 
for the loyal support shown by its customers during this 


In the face of many unfounded rumors our accounts have 
shown their confidence in the organization by favoring us 
with their business—substantial business that enabled the 
Company to discharge all obligations, pay off all claims one 
hundred cents on the dollar and terminate the Receivership 
on April 1, 1933. 


In appreciation, the same personnel stands ready to render 
every service possible to continue to make the Converse Line 
a profit builder for you. 


CoNVERSE RUBBER COMPANY 


Factory and General Offices 
MALDEN, MASS. 






















PUMPS ON PARADE 


[CONTINUED FROM PAGE 17] 


forations are small, if they are used 
right. So is stitching. So is tucking. 
The cut-outs we picked out are big 
enough to look like something. The 
half and half shoe is a strong design. 


Pumps and the Costume 


In tying in pumps with costumes 
there are two leading fashion points 
to bear in mind. The first is the great 
importance of dark-and-light costumes. 
Featuring navy and white, black and 
white, brown and white. Dark pumps 
in these three colors trimmed in white 
are a safe and smart bet. They are ex- 
cellent for display. They give a fresh- 
ness and newness to windows. And 
should the individual customer find 
them too startling, the stitching or per- 
forations or what have you can be 
dyed back to the original. We heard a 
very smart woman in a Madison Ave- 
nue shop the other day ask to have this 
done, and we thought it a practical 
idea. 

As the season gets under way and 
the area of white in clothes gets the 
upper hand over the dark side of the 
costume, the same reversal will take 
place in shoes. For street wear there 
is a big opportunity to promote the 
white shoe with black, brown or navy 
trimming in town tailored rather than 








spectator sport types. This shoe was 
so strong in Paris last year it has a 
real reason for being successful here 
this Summer, if promoted right. Let 
your all-whites take the lead in specta- 
tor and sports types but give a thought 
to the possibilities of a combination 
shoe as a “Summer-in-Town” proposi- 
tion. Go through a dress department 
and you will see what we mean. Be 
sure and note all the little white 
jackets. All the little white hats. All 
the costumes with big areas of white. 

And while you are about it, take a 
good look at the cotton dresses in the 
shops. This is a second leading fashion 
point for Summer. Unless we are very 
much mistaken, cottons are going to 
be very much bigger and better than 
ever before. For street wear. For 
sports wear. And especially for eve- 
ning where their freshness and new- 
ness creates a new demand for eve- 
ning clothes. 

Look at shoes with cottons in mind. 
Are they right? Are they “crisp 
enough”? (Yes, shoes can be crisp.) Are 
they light enough? (Yes, designs can be 


strong and light at the same time, | 


just as you can have light and heavy 
weight champions!) Are they airy 
enough? Are you ready with plenty 
of pumps for the “silly season?” 


| College Week Promotes Styles 


| PorTLAND, OrE.—Fashion shows and 
spring vacation College Week promo- 
tions in all of the department stores 
have helped shoe departments lately. 
Meier & Frank Co. suggests grey and 
beige suede as “a little smarter than 
kid just now,” emphasizes the white 
pigskin brogue for active sportswear 
and nominates the T strap shoe for 
favor this season. 

The Charles F. Berg Shop’s College 
Week promotion proved by actual sales 
that grey water snake was still a fav- 
orite with the co-ed. 

Lipman, Wolfe & Co. shoe depart- 
ments have benefited by spring pro- 
motions also, the upstairs department 
by both College Week and Lipman- 
Wolfe day, an annual promotion, and 
the downstairs department by the Lip- 
man-Wolfe day promotion especially. 








Kingston Shoe Company Formed 


KINGSTON—Horace C. Weston, son 
of Harold Weston, former treasurer of 
the Mayflower Men’s Wear Corpora- 
tion, which recently closed its factory 
here, heads a new company, formed 
for the manufacture of men’s shoes. 
The new company, to operate under the 
name Kingston Shoe Company and 
more than likely in the factory for- 
merly occupied by the Mayflower Com- 
pany also includes Hugh R. Maraghy 
and Miss Esther L. Nickerson. 
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THIRTY-HOUR WEEK BILL 


By FRASER M. MOFFAT 
President, Tanners’ Council of America 


If the legislation which passed the Senate 
yesterday afternoon, known as Senate Bill No. 
158, becomes a law, it is the considered opinion 
that it will have upon the leather industry a far- 
reaching serious effect. Therefore— 

Telegraph or preferably telephone your Con- 
gressman today on short work week bill which 
passed Senate as S. 158, vehemently opposing 
and protesting solely on ground of impracticabil- 
ity, laying stress on menace to product under 
two crew system and impossibility of single 
thirty-hour week. Immediate above action im- 
perative to obtain specific exemption of tan- 
nery operations if law adopted. Emphasize that 
provisions are not practical especially in wet- 
work because of perishable nature in early op- 
erations. Legislation proposed might have di- 
rectly opposite effect intended in leather 


St. Louis Shoemen Elect 


St. Louis, Mo.—At the regular 
monthly meeting of the St. Louis Shoe 
Manufacturers and Wholesalers Asso- 
ciation, held March 31, officers for the 
ensuing year were elected: W. E. Tarl- 
ton, The Central Shoe Co., president; 
Theo Samuels, Samuels Shoe Co., first 
vice-president; E. L. Bland, The Pe- 
ters Shoe Co., second vice-president; 
A. G. White, Brown Shoe Co., treas- 
urer, and A. M. Burton, secretary. 





industry under present conditions. Menace ex- 
tremely serious. 

From a practical standpoint this legislation 
must not be allowed to pass without emphatic 
protest. Any practical man can understand the 
probable consequences of increased costs and 
a possibly definite decrease in employment 
which may follow the passage of such legisla- 
tion as this. Without regard to party, everyone 
is in accord on much of President Roosevelt’s 
program, but serious fundamental criticism may 
be made of the above proposed bill. Hence, | ask 
your immediate, serious and urgent attention. 

The exemption paragraph is by no means 
sufficent for protection of the leather industry. 
Further, it is by no means certain that the 
Supreme Court will declare any such legislation 
unconstitutional. 


Fred Arnold Opens in Macon 


Macon, Ga.—Fred Arnold, for 18 
years connected with retail shoe busi- 
ness in Macon and other southern 
cities, has entered business for him- 
self. He has opened one of the 
classiest shoe stores to be found any- 
where. The store is of parlor design, 
while the window treatment is most 
effective. The entire establishment is 
modern in tone. Business has been very 
wonderful since the very opening day. 





DUN DEER 
SHOES 


a product of International 


DUNDEER 





The nation’s favorite footwear 
for men, women and children 





ROBERTS JOHNSONS RAND 


Branch of internat <«~-! Snoe Co:' 


ST. LOUIS, MO. 
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Kidskin Tanners Move 
Headquarters 


New York-—-The kidskin tanners 
have established offices in Room 904, 
Marbridge Building, 47 West Thirty- 
fourth Street, which will serve as head- 
quarters for group activities. 

The leathers of the various members, 
comprising the principal tanners of the 
country, will be on display. 

Shoe fashion suggestions from the 
Paris Bureau of the Kid Group will be 
available to shoe manufacturers, style 
men and designers. Daniel Hickey is in 
charge. 


Wenrick Starts in Oskaloosa 


OskaLoosa, IowA—A new women’s 
ready-to-wear store opened here under 
the trade name of “Smart Thrifty 
Shop.” The shoe department is owned 
by E. G. Wenrick, who is featuring 
women’s novelty shoes from $1.99 to 
$6.00. A very satisfactory Spring trade 
is reported. 


A Profit Plan for Sport Shoe 
Selling 
[CONTINUED FROM PAGE 23] 


clever windows having sport shoes as 
the major theme. 

The background of the Goodwin win- 
dow, reproduced herewith, represents 
a country club scene with a corner of 
the clubhouse realistically reproduced. 
All details of the house are carried 
out. There is the door, the window 
with its awning, flower box and blinds 
complete. Even the railing around the 
front of the house is set far enough 
away to complete the illusion of a real 
house. 

To the left may be seen the rolling 
golf course with the golfer in action. 
This figure is a cutout, being made 
from wall board. A green grass mat 
covers the floor. All the background 
was made of a washable paper mate- 
rial. Mounting on a wooden frame 
gave the back the needed rigidness. 

Running concurrently with the men’s 
sport shoe display was a window of 
women’s sport shoes. In this case the 
trim was built around a background 
showing a cutout figure of a girl 
framed against the doorway of a colo- 
nial house. In this window a grass mat 
was used, while the appearance was 
completely changed by using cutout 
cardboards to represent a flagstone 
walk running from the doorway to the 
front of the window. 

This entire display was built by a 
concern that specializes in window 
work of this nature and cost the store 
ninety dollars for the complete job. 

The several bright natural colorings 
used in these windows added much to 
the general attractiveness, while the 
large number of people who favorably 
commented on the displays caused the 
management to feel that the time and 





money were well expended. 
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Modern in Construction 


Comfortable all-day, 
all-wear shoes. 














UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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A Profit Plan for Sport Shoe 
Selling 
[CONTINUED FROM PAGE 21] 


Build Summer atmosphere into the 
backgrounds and accessories used in 
the sport shoe displays. Sports fea- 
tures—both pictorial, as well as news, 
should be given prominence. Drama- 
tize the local sporting events, using 
some estimate of the numbers of peo- 
ple who will attend the events. Ask 
the cooperation of some specialty dress 
shops for style and: fashion coordina- 
tion of footwear with wearing apparel. 
Plan unusual backgrounds. If you are 
unable to illustrate some large fashion 
figures in the backgrounds, have an 
artist or a good high school art stu- 
dent take on the job. The committee 
can work out a number of suggestions 
with each store, interpreting them in 
the best possible manner. 

The publicity committee should as- 
sume the detail of developing news in- 
terest through the local newspapers. 
It may be conducive to good results if 
a contest can be arranged by one of 
the papers. A simple one can be de- 
veloped with the suggested title: 
“These 25 reasons caused me to buy a 
pair of sport shoes.” Other news 
stories have a significant angle in re- 
lation to sport shoes. Have the news- 
papers give an emphasis to sports ap- 
parel and sport shoe style features. 
Printing the proper dress chart can 
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always be depended upon to have a 
ready reading audience. 

The advertisements of the stores 
should all carry a line announcing the 
dates of Sport Shoe Week. Start this 
at least a week before the period se- 
lected for the promotion. 

Store promotion must include serv- 
ice to the customer as the all-impor- 
tant theme song. First see that every 
sales person is wearing a pair of sport 
shoes. If possible, have the salesmen 
wear flannel trousers. It gives to the 
selling staff a neatness and adds a 
sport and Summer influence to the at- 
mosphere of the store. There is no 
resistance quite as great in selling 
sport shoes as having a _ perspiring 
salesman tell the customer how cool 
and comfortable he’ll find sport shoes. 

Education of the shoe salesmen is a 
vital part of the promotion. Call a 
few store meetings and give the sales 
staff sufficient style and fashion infor- 
mation in order that they may render 
an intelligent service. Furnish fashion 
facts as to when, where and what to 
wear with certain types of sport shoes. 
Make the customer conscious of the de- 
sirability of wearing a pair of sport 
shoes. This can be done by inference 
rather than direct approach. It should 
be the work of the organization com- 
mittee to have a style chart and man- 
ual which can be supplied to the sales 
staffs of each store, so they are thor- 
oughly familiar with style trends. 

Ventilated shoes, which are of the 
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sports type, are now being promoted 
from the foot health viewpoint. A 
number of studies indicate the many 
advantages of shoes of this type and 
place in the hands of the shoe mer. 
chant remarkable sales information 
that can be used in stimulating the de- 
mand for merchandise of this type. 

From the very fundamental fact 
that ventilated shoes improve the 
health qualities of the foot, shoe men 
should capitalize this feature of sport 
shoes intensively. 

Read the coming issues of Boor anp 
SHOE RECORDER, containing complete 
plans for this great national push on ° 
sport shoes. Individual assistance will 
be offered the merchant in planning 
and promoting for profit and prestige 
a_ successful National Sport Shoe 
Week, May 22-29. Factual material 
for practical use, rather than theoreti- 
cal generalizations of selling ideas will 
be offered to every merchant with ini- 
tiative and aggressive merchandising 
ambition. 


Opens Buffalo Branch 


BuFFALO, N. Y.—A. Bernstein, who 
already operates shoe stores in Olean, 
Jamestown and at 51 Seneca Street, 
Buffalo, opened another store at 4 East 
Chippewa Street, this city, on April 7. 
J. Dautsch is manager of the new 
store. The store will be known by the 
trade name of “Ford’s Worthmore 
Shoe Store.” 








‘Peeay “WHEN YOU THINK 


KANGAROO 
KID 
THINK OF 


CHIROPODY offers an attractive 


ILLINOIS COLLEGE 


OF CHIROPODY AND FOOT SURGER 


Students in Famous 
Foot Clinics of 
Chicago. Over 
35,000 foot cases are 
treated annually 








profession to those interested in entering the practice 
of this branch of medical science. 


Illinois College of Chiropody and Foot Surgery is 
now in its twenty-first year as a leading educational 
institution in this specialized field. Three year course 
leading to degree of Doctor of Surgical Chiropody. 
Three buildings, wide recognition, scientific equip- 
ment, eminent faculty of chiropodists, physicians, 
surgeons, chemists and orthopedists. Excellent clinical 
facilities. High school education or the State Depart- 
ment of Education equivalent required for entrance. 
For bulletin write the Registrar, Dept. RA-15. 


Illinois College of Chiropody and Foot Surgery 
1327 North Clark Street Chicago, Illinois 
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CONNOLLY” 


Write for catalog of this com- 
plete line of KANGAROO 
and KID shoes for men. 





CONNOLLY 
SHOE CO. 


Stillwater, Minn. 
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Shop the Mar- 
bridge Building — 
Headquarters for 
Value and Style 


Under one roof. the showrooms 
of the shoe industry’ s leading man- 
ufacturers ... easily accessible to 
retailers and buyers, who, in one 
visit, may learn all that is new and 
smart in the shoe world. 

The coming season’s outstandin 
shoe styles are on display now a 
the Shoe Buying Centre in New 
York ...the crossroads of the 
trade... the Marbridge Building. 
Come and see them before you buy! 


1528 BROADWAY stas. NEU YORK 








Average Shoes 
VS. 
Individual 
Requirements 


Vv 


“They Fasten 
with Prongs” 


Shoes are made for average feet, but when you fit 
shoes you fit them to individual requirements. 
Sole leather does not fit the contours of the soles of 
feet. Unless the curves and hollows of feet are given 
consideration by shoe fitters, foot trouble is bound 
to be the result. 
Soles of feet should not be made to conform to the 
soles of shoes. Rather, make the soles of your shoes 
conform to the hollows of the feet with JOHNSON’S 
FOOT COMFORT PRODUCTS. 
Your customers are eae in Semending the utmost 
comfort of your shoes. HNSON’S CALLUS CUSH- 

NS, ARCH OULDERS, HEELKUPS make it 
— to fit individual requirements in any style of 
shoe. 
Approximately 98% of your trade have some form or 
other of foot trouble. Capitalize on foot comfort 
service. 

Ask Your Jobber or Order Direct 


Vigorous prosecution will follow 

tnfringement on Callus Cushion 

and Arch Moulder patents covering 

construction with fastening prongs. 

Price per dozen Retail per pair 

CAL hue CUSHIONS, $3.50 . ssesees. Ge 

FELT HEELKUPS, 31.75 eens 

RUBBER HEELKUPS, 
ARCH MOULDERS, $6.6) 

a by shoe size. 


' INDIANAPOLIS, IND. 
JOHNSON PRODUCTS, Inc, ?4ScEass,2250 Sem 











Prosperity by Saving or Spending? 
[CONTINUED FROM PAGE 24] 


and in the financial field. Improvement has been on 
paper—in plans and projects and promotions so that 
the dead center of inertia can be said to be past. 
Action in these fields may also necessitate financial 
help from the federal government, along the line of 
“spending for prosperity.” 

We believe that the new government has a pro- 
gram and a pattern, the pieces of which are fitted 
together as speedily as they are developed. The bud- 
get picture is perhaps the most brilliant accomplish- 
ment of the new administration so far. The budget 
will show a paper balance and the moment that is 
announced as balanceable, respect for government 
bonds will be maintained here and abroad. In all 
probability, foreign investments in U. S. bonds will 
be great. 

No increase in taxes will be necessary when the 
budget shows its paper balance. The interesting thing 
is how Congress has authorized appropriations ‘“‘out- 
side the budget.” That financial accomplishment il- 
lustrates how it is possible to balance a budget and 
to have on the outside amounts that may reach 
$4,000,000,000 off the budget. Perhaps “spending 
for prosperity” will be achieved by $2,000,000,000 in 


the farm program of which only $65,000,000 is in- 
side the budget ; $1,500,000,000 for home loan banks 
(not authorized) ; $149,000,000 for reforestation (in 
the budget); $46,000,000 for naval construction 
(in the budget) ; $500,000,000 for direct relief (out- 
side the budget) and $100,000,000 for Muscle Shoals 
(outside the budget). 

This may be an unusual subterfuge, but it has 
been tried by governments the world over in the best 
of times. The essential thing is that President Roose- 
velt has established the confidence of the world in his 
government management. Now he faces the bigger 
problem as to how deep government can go into busi- 
ness if it is necessary to “spend for prosperity.” 


Here is an inside story told of what happened to 
a progressive, recalcitrant senator from a north- 
western state. He was re-elected last year and had 
reason to think he was in solid with the people. 
He voted against the economy and bank bills and 
the deluge hit him. Thousands of letters and tele- 
grams struck him in the face and even his own wife 
wired: “If you don’t vote for the farm bill, don’t 
come home.” 

At last America is awake. Its public is aggres- 
sively alert to the need for a new deal right up and 
down the line. 
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NATIONAL NEWS 


» HOW'S BUSINESS 4 


Pre-Easter Run in Brockton 


Factories 


BrocKTON—In-stock departments of 
South Shore factories received the call 
for overnight fill-ins the past week, 
with the demand increasing daily for 
immediate shipments from practically 
every section of the country, indicating 
a marked depletion of stock for Easter 
business. 

While the last minute orders are far 
below the customary demand for this 
period of the year, sport patterns loom 
up as the strongest in the buyer’s de- 
mands for immediate sale and points 
to an unusually large sport shoe sea- 
son. 

White buck, calf, two-tone white and 
black together with white and brown, 
an assortment of elk combinations and 
other effects are in the run on sport 
patterns in general. Wing tip patterns, 
saddle effects and plain toe oxfords. 

While volume makers on the South 
Shore have been running to capacity, 
the quality houses of the district headed 
by Stacy-Adams Company and includ- 
ing M. A. Packard, C. A. Eaton Co., 
Stetson Shoe, Commonwealth Shoe & 
Leather, Richards & Brennan at Ran- 
dolph and the reorganized Brockton 
Co-Operative Shoe together with 
George E. Keith Company, have been 
operating on good schedules. 

The return of W. L. Douglas Com- 
pany to its original low price shoe in 
the $3 range has brought about a 
steady run for more than three weeks, 
with Douglas factory outlets reporting 
unusually fine sales with the new line. 

Among the volume houses running 
at capacity are E. J. Givren Shoe Com- 
Pany, Doyle Shoe Company, Victory 
Shoe Co., and the Brockton Shoe Co., 
at Holbrook. 
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Columbus Plants at Capacity 


CoLumBus, O.—Shoe factories in 
Columbus and central Ohio are work- 
ing to practically full capacity in 
many instances. While eastern ship- 
ments are generally out of the way, 
orders are coming in steady to insure 
active production. 

The Julian & Kokenge Co. is operat- 
ing on full schedule with a daily out- 
put of 2000 pairs. This company re- 
ports the new line of M. W. Locke 
shoes is going exceedingly well. The 
other lines, both Julian & Kokenge and 
Lape & Adler, are also being shipped 
up to normal during the past year. 

The G. Edwin Smith Co. is operat- 
ing its plants in Columbus and Newark 
to full capacity. Recent improvements 
have made it possible to increase the 
output. 

The Walker T. Dickerson Shoe Co. 
is another concern operating on a good 
schedule. 

The H. C. Godman Co. is having ac- 
tive productions at the greater major- 
ity of its units in Columbus and Lan- 
caster. : 


CHANGES CONVENTION 
DATE 


Los Angeles, Calif—From the office of the 
president of the Shoe Travelers Club of Los 
Angeles comes the announcement that the date 
of the “Shoe Style Show and Exposition” has 
been set for June 12, 13 and 14. 

According to J. Kalisky, his association has 
secured the earnest cooperation of the Los 
Angeles Chamber of Commerce and the Cali- 
fornia Retailers’ Association. He says: 

“The Los Angeles Chamber of Commerce 


will assist in advertising the event to thirty: 


thousand (30,000) buyers, in-the twelve West- 
ern states, and you know what this will mean 
as a shoe center for Los Angeles, and with 
an elaborate and attractive Shoe Style Show, 
free and open to the trade in Los Angeles and 
adjacent towns, thousands of buyers will view 
the displays and all retailers will participate.” 





EVERY WEEK 


The William Brooke Shoe Co., Nel- 
sonville, organized five months ago, is 
now producing 850 pairs daily. At 
the start the schedule provided for 120 
pairs daily. 


Good Tone in Houston 


Houston, Tex.—For the first time 
in three years business men of Houston 
have reported business definitely on 
the up-grade. They are confident that 
this is not merely a seasonal rise, but 
say that a gradual expansion of trade 
has been going on ever since the recent 
bank holiday. Most significant of all, 
declare many merchants, is the in- 
creasing demand for known quality 
brands, and the slowing movement of 
the inferior, low-priced goods which 
flooded the market during the depres- 
sion. 

Due to its gradualness, merchants 
are confident that the business pick-up 
heralds a permanent change for the 
better. The general attitude seems to 
be “the slower, the surer.” 


Better Grades Selling 


Fort WortTH—Alex Hesselman, man- 
ager of the shoe department in the 
Fair Store in Fort Worth, is of the 
opinion that his customers do not want 
to sacrifice quality for price. The old 
established brands at slightly below 
pre-depression prices are his best sell- 
ers at all times. Grays and blues, with 
a few beiges, are the most popular col- 
ors now. Mr. Hesselman expects his 
white season to begin after Easter, 
near vacation time. He is showing a 
few modified toes, but doubts that they 
will become very popular in this sec- 
tion before Fall. 


SPORT SHOE WEEK 
MAY 22 TO 29 
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better turn shoe 


40% 
off 


The present Constant Comfort 
Arch shoe fiaures about that. In 
1929 it averaged at retail $6.50. 
Today it sells for $4.00—and has 
asey 2 added refinements. The 
quality and service of Constant 
Comfort shoes has never been 
doubted—and is today higher 
than ever. There is a steady, 
profitable market for this popular 
shoe. Why not eatablish your 
store as the source of Constant 
Comfort at a constant profit. 


TO RETAIL 


IN-STOCK 

No. 757 — Black 

Kid — 14/8 _ heel 

AA to EE.$2.50 

No. 575-52 — 

Black Kid—10/8 
heel—B to E $ 

No. 757-16—Brown Kid-—14/8 heel—AA 
t 


TO RETAIL 


#3 


IN-STOCK 
No, 722-60 
Black Kid cut out tie 
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> WHAT'S SELLING 4 
ead 


Handbags for Spring Selling 


Cuicaco—Retailers are featuring 
many smart new handbags for Spring 
trade. They come in all sorts of ma- 
terials, following very closely the shoe 
fashions both in fabric and style. Con- 
trasting shoes, bags and other acces- 
sories with the costume color is a 
vogue, rather than matching them up 
and it gives a smart dash that a one- 
tone outfit usually lacks. Some gold 
bags are shown for use with dark 
brown outfits and of course red with 
blues or grays. 

Besides the usual leather and rep- 
tile bags there are some new fabrics 
and some very novel bags in metal. 
These are in aluminum combined with 
French enamel in black, red, brown 
and blue. The metal is used not only 
for the frames but in very elaborate 
ornamentations. They come in oblong 
style, in half circles and in oblongs 
with rounded edges. The ease with 
which these can be kept clean is a 
strong selling point. These are dis- 
played under the name of “Techno- 
crat.” 

“Miss Make-up” is another popu- 
larly named bag. Its distinction lies 
in the fact that it has a complete set 
of make-up fittings just under the flap 
where they are handy without being 
conspicuous. It comes in brown and 
black patent leather. 

The “Boulevard bag” is a big, ca- 
pacious affair designed for the woman 
who trots around with a lot of trink- 
ets that must travel with her. It has 


| a zipper top and a gusset at the bot- 


tom for room. It comes in black pat- 
tent leather and basket weave calf. 

For monogram fans there is a hand- 
bag with concealed frame. Huge in- 
itials form the clasp and are the only 
trim. 

Suede in soft fawn color, green and 
beige combined with black patent leath- 
er makes very striking bags which 
have a lot of Spring atmosphere about 
them. 


Art Week in Boston 


Boston — The celebration of Art 
Week in Boston, under the auspices of 
the Boston Chamber of Commerce, 
gave the larger retail stores an excuse 
for elaborate window trims not hither- 
to given by the weather. Shoes shared 
in the celebration. 

The Little Shoe Shop in Filene’s dis- 
played Spring footwear, mostly grays 
and blacks, with a wider color variety, 
including browns, tans and beiges, in 
higher priced lines in another window. 
In novelty leathers, ring lizard and 
watersnake were stressed. 

The Jordan Marsh store showed 
white fabric shoes to be dyed to match 
the gown—shoes for the bride and her 
attendants. White evening footwear 
and white sport footwear were con- 








spicuous in the display in the E. 7 
Slattery Co. windows. The Thaye 
McNeil Temple Place store had om 
window devoted to “shoes with mod. 
erate heels” and another to shoes with 
higher heels. Blues and grays pre. 
dominated. 


Stab Stitched Shanks 


LYNN, MAss.—A novel form of foot. 
wear is that made by the Goodyear 
welt system, plus the stab stitching of 
the shanks with the Littleway machine, 
These stab stitches were formerly 
taken by hand, the shoemaker pulling 
his waxed ends taut, and locking the 
stitches. Now the machine takes and 
locks each stitch under pressure. 
an extra tight, strong shank. Further. 
more, the stab stitches hold up the 
arch of the foot, something like up. 
right posts hold up a bridge. A pecv- 
liar feature of the shank of this shoe 
is that it flexes as the foot steps along. 
Shoes are made this way for both men 
and women. 


Hosiery Notes 


CuHicaco—A new shade of hosiery 
called “rain” is being sold as the most 
neutral shade available for the various 
shades of gray shoes. 

Peter Pan and Nu Taupe are warn- 
er than a gray and are being sug. 
gested as desirable with the popular 
navy outfits. “Trail” is a lighter 
shade of brown to go with brown 
shoes. 

Stockings to wear with the coming 
white shoes will be much more sub- 
dued than those worn last year which 
often had a decided red or pink cast. 

A more conservative tendency in 
hosiery is definitely noticeable this sea- 
son, both in colors and in quality, to 
sheer stockings for street wear being 
taboo, according to the style experts. 


Patent Selling Well 


Boston—Colonial Tanning Compan) 
reports net sales of 1,100,000 feet of 
patent leather for the month of March. 
This is 100,000 feet higher than the 
previous high month of 1,000,000 feet. 


HOW TO SELL WHITES 


CHICAGO.—Taking time by the forelock 
and getting in ahead of a big white season 
which is just a few laps ahead, is good business 
thinks F. W. Cox over at Stetson’s. Herc with 
every pair of shoes sold a pair of white shoe 
is brought out by the salesman as an “ad- 
vanced showing” to the customer of what is 
going to be worn. 

This whets the appetite, is the thought here 
and when a customer is ready to buy white 
shoes she is going to remember her private 
little “style show” and come back. Of course, 
in carrying out this idea clever salesmanship 
will bring out not only the smartest model 
but those best suited to the particular weare. 


“Here’s an idea that works,” says Mr. Co 
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SHOEMEN GO TO SCHOOL 


IN SESSION 
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A forward looking step for the edu- 
cation of the retail shoe salesman, to 
make him a scientific shoe fitter, has 
been taken by The Scholl Mfg. Co., Inc., 
in the establishment of Dr. Scholl’s 
Scientific Shoe Fitting and Salesman- 
ship School. 

Classes held recently at the Palmer 
House, Chicago, were attended by shoe 
salespeople and executives from prac- 
tically ali the leading department 
stores and exclusive shoe stores in the 
loop of Chicago. 

Dr. Wm. M. Scholl, internationally 
known foot authority and founder of 
The American School of Practipedics 
and The Scholl Orthopedic Training 
School—institutions to increase the ef- 
ficiency of shoe salespeople—heads the 
faculty. 

The classroom, which is located in 
the Club Room of the Palmer House, 
was well equipped with all modern edu- 
cational features, including object dis- 
play charts, anatomical models, and the 
subjects were made interesting through 
visualization by means of stereopticon 
slides. 





The classes, which were conducted 
under the direction of O. M. Cowden 
and Dr. W. A. Hill, were held from 7 
until 10 o’clock each of the five nights 
that the school was in session. The 
students were enthusiastic regarding 
the subjects taught but even more 
enthusiastic about the splendid way in 
which the instructors presented the in- 
formation. 

One of the features that made a 
great hit with members of the class 
was the fact that all the students 
were quizzed after each evening’s lec- 
ture. “It’s just like going to school 
again,” said one of the men who 
thoroughly enjoyed the course. 

All who took the course declared 
that never, unless they pored over 
books for days—books that it might 
take them years to collect—could they 
get such a mass of essential informa- 
tion about shoes, shoe construction, 
scientific shoe fitting and salesman- 
ship. Similar schools will be conducted 
in leading cities throughout the United 
States. 








Shoe Stores Cooperate 


STAMFORD, CONN.—Nine Stamford 
shoe stores participated in the “Stam- 
ford Days” merchandising event, staged 
March 30 and 31 and April 1 by the 
Retail Merchants’ Bureau of the Cham- 
ber of Commerce. They were Arthur’s 
Shoe Store, A. S. Beck Shoe Corp., 
Eagle Shoe Store, Hanover Shoe Co., 
G. R. Kinney Co., Inc., Miles Shoe 
Shop, Perry Shoe Shop, L. Spelke & 
Son and Spencer Chain Shoe Stores. 





High School Buys Cobble Shoes 


IRONDALE, OHIO—To aid their class- 
mates during the depression, the man- 
ual training class of the Irondale High 
School has included a class for the re- 
pairing of shoes of school children in 
the district. Joseph Mardis, instructor 
of the class says that an average of 
ten pairs of shoes are repaired daily. 
Most of the shoes were furnished to 
needy children at the start of the 
school term. 
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“The Correet Dodge for All Occasions’ 


GENUINE HAND 


TURNS 


NEW IN-STOCK SHOES 
@ $2 50 and $33.00 @ 


Less 5% 10 Days 


With every woman, the 
thought of quality is associ- 
ated with the hand turned 
shoe. When you offer such 
shoes as these, at the lowest 
price in many years, you make 
customers as well as_ easy 
sales. 


No. 6642—977 Grey Suede 
"Sooky" 


French toe last—20/8 heel 
—AAA to C, 3 to 9... .$3.00 


French toe last—14/8 heel 
—AAA to C, 3, to 9. .$3.00 


, 
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ie septate 
No. 0102—Dyeable White 
Moire 


18/8 Heel—AAAA.-C, 
7\/5 to 9 


$2.50 


No. 3104—Black Faille 


19/8 Heel—AAAA-B, 
3 to 8 $2.50 


25¢ extra for orders for 3 pairs or less. 
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NEWBURYPORT, MASS. 
“ONE GOOD TURN SELLS ANOTHER” 
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WHERE TO BUY 
Men’s Shoes 
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Shoes Now Retail $8.50 Up. 














Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 
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Men’s Fine Shoes 
OLD COLONY SHOE CO. 
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FOR WOMEN 
THE JOHN EBBERTS SHOE CO., Inc 
Buffalo, N. Y. 


Both lines carried in stock. 


FOR MEN 
J. ®. SMITH SHOE CO. 
Chicago, lll. 











SPORT SHOE WEEK 
MAY 22 TO 29 
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» ABOUT PEOPLE ¢ 


Another Ravain’s Store Opened- 


ALVIN RAVAIN 


New ORLEANS, La.—A new Ravain 
branch store has been opened at 1935 
Tulane Avenue, New Orleans. Alvin 
Ravain, youngest son of the late J. H. 
Ravain, is to manage this new store, 
which will carry a selected line of 
misses’, children’s and men’s and boys’ 
shoes. No expense has been spared in 
making this store a truly outstanding 
one in that busy city of New Orleans. 


Stokes Quits Service Post 


New HAvEN, CONN.—Sydney Stokes, 
proprietor of the Walk-Over Shoe 
Shop, 930 Chapel Street, has retired as 
president of the Retail Division, New 
Haven Chamber of Commerce, after 
two years in the post. During his in- 
cumbency Mr. Stokes established a re- 
markable record for achievements 
which benefited the city and its busi- 
ness. He has been elected a director of 
the Chamber to serve for three years. 


Shoe Man Writing Book 


Detroit, Micu.—William P. Pur- 
field, owner of the Purfield Foot Com- 
fort Shop, is writing a book about his 
life business, the idea of the individual- 
ized last, to be published by the Uni- 
versity of Michigan Press. His daugh- 
ter, Jane, who is with him in the store, 
is preparing the illustrations for his 
work. The book will be distributed to 
the medical profession, schools, and 
shoe men. 





M. M. DeShields Makes Change 


MONTGOMERY, ALA—M. M. Dp 
Shields, veteran shoe man of this city, 
has taken over the shoe department iy 
the new Alex Rice Store in this city, 
The department will carry “Robiy 
Hood” shoes for children and Dp 
butante and Naturalize Arch Shoes fy 
women, also a line of men’s shoes. MM; 
DeShields has just returned from , 
buying trip to St. Louis. Lew Turk 
will be associated with the new depart. 
ment. 


Moves Store 


Detroit—H. L. Campbell has moved 
the Campbell Brown-Bilt Shoe Store 
from the northwestern part of Detroit 
at 8948 Linwood Avenue to 11322 East 
Jefferson Avenue, in the southeastern 
part of the city. Business, he reports, 
is very much better in this section. 


Assumes New Duties 


SiwNnEY, On10—Loren H. Rittenhouse, 
who was manager of the Lynch Shoe 
Co. here, which store has been discon- 
tinued, has been named assistant man. 
ager of the new store opened in Akron 
by Neisner Bros. 


Duke Taylor Changes 
Connections 


Fort WortH, TeEx.— Duke Taylor, 
who had charge of the registration at 
the recent Texas Shoemen’s Convention 
here, is now connected with the shoe 
department of the Fair here. He was 
formerly with Meacham. 


L. O’Steen Made Manager 


ATLANTA, GA.—L. O’Steen has been 
named manager of “The Big Store,” 
which has opened in the location for- 
merly occupied by the National Bellas- 
Hess Company on Whitehall Street. 


Meier Goes to Minneapolis 


Des Moines, Iowa—J. H. Meier, 
formerly manager of the shoe depart- 
ment at Carey’s now closed, is now 
connected with Morrison’s at Minne 
apolis. 


Partnership Dissolves 


SANTA Cruz, CaL.—W. H. Murphy 
announces that the partnership of 
Murphy & Roff, shoe store at 114 Pa- 
cific Avenue, has been dissolved and 
that he is continuing the business as 
“The Bootery.” 


Store Remodeling 


SBATTLE, WasH.—Reorganization 
and remodeling have been initiated at 
Halverson’s Department Store, Bal- 
lard district of Seattle, which has !arge 
shoe department. 
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DESIGNERS AND MAKERS OF MEN’S FINE SHOES 
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WHERE TO BUY 


Children’s Footwear 
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MRS. DAY’S IDEAL BABY SHOES 
infants’ Soft Seles...0-3 
intermediates ........ 1-5 
Flexible Hard Seles. ..2-8 
Bend & In-8Stook 
latalog 


MRS. m... IDEAL BABY 
SHOE Co. 
Locust St. Danvers, Mass. 














RITAN WELTS 


AN IN-STOCK 
INNOVATION 


One of six fast 

selling Puritan 

Welts carried in 

2/6..$.70 te $.96 

+ 6/8.$.90 te $1.15 

PATENT - - - WHITE Send for catalog. 
JERSEY - - - COFFEE / 

LIGHT SMOKE 
GRADES: |, 2 and 3 


Send for Samples EPHRATA SHOE CO., Inc. 
IN-STOCK EPHRATA, PA. 


— akdininimemiaadl 














WHERE TO BUY 
Shoe Trees 


CO he 


RETAIL 


=n. 


PROTECTEO 
Self Adjusting Shee Trees > 
A gentile squeeze Inserts or ) 
removes. Write for unique er, 
sales plan. La 


SIMPLEX SHOE | 


TREE COMPANY 


10S W ADAMS $7, CHICAGO 


DATES TO REMEMBER 


National Foot Health Week April 17-22 
Joint Styles Conference, Hotel Astor, 

New York, N. Y. 
Mothers’ Day 
National Sports Shoe Week 
Memorial Day ....... 
Fathers’ Day . June 18 
Pacific Coast Shoe and Leather Exposition 

at Los Angeles June 12, 13, 14 
Pacific Northwest. Shoe Dealers Association, 

Convention at Portland, Ore.....June 19- 21 
Independence Day July 4 
Boston Shoe Fair . . — 10, 11, 12 
Friendship Day .... August 6 
Labor Day ...... September 4 
Jewish New Year.. September 21 
Hallowe’en 
Thanksgiving November 30 
December 25 
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The New Imperial Opens 


New ORLEANS—Adding another 
chapter of progress with an expansion 
program involving thousands of dol- 
lars, the Imperial Shoe Store has 
opened a new shop in connection with 
its enlargement plans. Asserting that 
the enlargement program was designed 
to meet the growing demands of the 
public, Albert Wachenheim, Sr., presi- 
dent of the company, said that “we 
have already turned the corner and 
business is improving.” 

Ten new employees have been added 
to the staff and the store has been re- 
modeled throughout. The “Budget 
Shop,” on the new ground floor, has 
been converted into a land of shoe 
fashions at a lower price, the manage- 
ment announced. The mezzanine floor 
is stocked with a prolific supply of 
new shoes for men. 

To meet the needs of discriminating 
women buyers, the second floor will 
serve as the “custom made” salon. 
The third floor has been transformed 
into a veritable fairyland for children. 
Forty-eight youngsters can be seated 
simultaneously in this department. 

In addition to Mr. Wachenheim, 


| other officials of the store include his 
| son, 


Albert Wachenheim, Jr., general 
manager, and Fred J. Eckert, secre- 
tary and treasurer. Inaugurating a 
unique plan in an effort to aid desti- 
tute persons, the firm allows $1 on an 
old pair of shoes to its customers. 
After the old shoes are repaired, they 
are turned over to charitable organi- 
zations. Employing 70 persons, the 
store boasts of more than 10,000 
charge accounts. 


Leases Shoe Department 

MontcoMery, ALA. — The Capitol 
Clothing Store of this city has leased 
its shoe department for both men and 
women to Nick Lane and Lane Mat- 
thews, who held their formal opening 
this week. Lane and Matthews have 
been in the shoe business in the city 
for seven years but now go to the 
new location with new stock and new 
fixtures. 

The department will continue to fea- 
ture “Peacock” and “Foot Saver” 
shoes for women and “Nunn Bush” 
and “Arch Preserver’s” shoes for men. 
In addition the department will carry 
a line of women’s hose. Associated 
with the department will be A. C. Grif- 
fin, John Williams and Mrs. John 
Williams, also Dr. A. L. Sealy, cing 
dist. 


New Department Produces Sales 

FLINT, MicH.—Ed Shanahan, man- 
ager of the shoe department at Smith- 
Bridgman’s, reports that 40 per cent 
of his total business has been in 
women’s shoes since he added women’s 
shoes to his department six months ago. 


Smith-Bridgman’s is the largest de- 


partment store in Flint and sells Flor- 
sheim shoes exclusively, for both men 
and women. The store held a style 
show, featuring Florsheim shoes with 





other merchandise for women, at Very. 
non, Mich., under the auspices of the 
Vernon school girl graduates and their 
mothers. Eight adult models were useq 
for the event, besides four children, 
More than 200 persons attended the 
show. 


Edison Bros. Has Detroit 
Branches 


DetroiTt—Burt’s Remarkable Shoes 
shop has been opened downtown at 3} 
State Street by Edison Brothers, of St, 
Louis. L. H. Smithson, who was for 
fourteen years with the College Slipper 
Shops of Birmingham, Ala., has been 
brought to Detroit as manager. Store 
carries women’s lines exclusively. The 
location was formerly used for the 
Baker Shoe Store, also owned by Edi- 
son Brothers. 


Leases Shoe Department 


MONTGOMERY, ALA.—The shoe de- 
partment in the Capitol Clothing Store, 
which has been operated for many 
years by the owners of the store, has 
been leased to Nick Lane and Reeves 
Mathews. 

Formal opening of the new depart- 
ment was held recently with a new 
stock and new fixtures. A line of men’s 
shoes will be carried in addition to 
ladies’ shoes. The price range for 
ladies’ shoes will be from $8.50 to $5 
and for men from $10 to $5. 


Snyder’s Boot Shop Incorporates 


NEW HAVEN, CONN.—Paul R. Sny- 
der, who recently opened a retail shoe 
store at 140 Orange Street, has formed 
the corporation of Snyder’s Boot Shop, 
Inc., to operate the business. Author- 
ized capital is $50,000, of which $4,500 
has been paid in. Pauline and Delia 
Snyder are incorporators with Mr. 
Snyder. 


Stages Grand Opening 


VANCOUVER, WaASH.—The Imperial 
Shoe Market staged a grand opening 
at a new location at 805 Main Street, 
this city, recently, with a full line of 
new model Spring shoes. A new home 
has also recently been taken here by 
the Endicott-Johnson Self-Service Shoe 
store at 801 Main Street. 


Silver Opens in Des Moines 


Des MoInEs, Iowa—M. Silver opened 
a new store at Fourth and Walnut 
Streets, March 31, with a new line of 
women’s shoes, in addition to ready- 
to-wear. Mr. Silver has been out of 
business since a fire destroyed his 
building in 1930. 


Kushins Buys Store 


OAKLAND, CAL.—Samuel Kushins has 
recently purchased the Menihan Shoe 
Co., 439 Fifteenth Street, Oakland, for- 
merly operated by Bernard Kushins 
and Herbert Pomerantz. 
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1 The GOODYEAR LOCKSTITCH 


GOODYEAR attaches the sole to 
the welt on the outside of the shoe 
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The 


LOCKSTITCH 


seam for Sole Attaching is the seam of 
quality. It has stood the test of time. 
There are two outstanding lockstitch 


seams now in use on modern footwear. 


Do 








GOODYEAR OUTSOLE RAPID LOCKSTITCH W/E SOLE STITCHING MACHINE 
MACHINE — MODEL O — MODEL C 


GOODYEAR > 
LOCKSTITCH 


TITTLE UN 
we res aee 




















LOCKSTITCH SEAMS are flexible and 
will hold securely all types of soles 


commonly used on footwear 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 














When writing advertisers please mention Boot and Shoe Recorder 











2 The LITTLEWAY LOCKSTITCH 


LITTLEWAY attaches the sole, upper 
and insole on the inside of the shoe 
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WHERE TO BUY 
Dancing Shoes and Taps 





TAP DANCING 
THEO SLIPPER 
Stock Ne. 1210 


Patent Leather 
Fer Growing Girls 
D Widthe—Sizese 8-7 

Price $1.25 


BLOG SHOE CO., INC. 
147 Duane St., New York City 











. KENDALL’S eee” 


IN-STOCK 
Style Ne. 138 
Eid etia Pel 
Cleth Lining. 





Women’s Sizes, 2%-3 
gies ** 


Misses’ Sizes, 11-3 
$1.55 











+ KENDALL SHOE COMPANY 
HAVERHILL, MASS. 


»* 








BLACK CALF 
PAT. LEATHER 
Womens 
A-B-C 24-8 
$1.28 A-B-C 11% -2 

$1.15 


OWENS SHOE Co. 


589 Essex St., Lynn, Mass. 











» WHAT'S SELLING 4 








Seen in Chicago 


Cuicaco—Wolock & Bauer are show- 
ing a stunning model in cane mesh in 
black or blue, patent trimmed. A high 
heel and lots of fine detail add to the 
dress-up smartness of this shoe. It is 
priced at $12.50. 

Gunmetal Cire Kid is being featured 
by O’Connor & Goldberg at their cos- 
tume bootery. This is a new steel grey 
which harmonizes perfectly with the 
smart new Spring costumes of grey, 
brown, blue or black. According to ad- 
vertisements shoes of this material are 
shown in twelve different models and 
are exclusive with this house. They are 
selling at $12.50. 

At Cutler’s an interesting window 
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display is attracting much attention. 
In one window on a turn-stile is a wom- 
an dressed in a mannish suit of grey. 
As the platform revolves it gives the 
window shopper a chance to size up a 
display of spring shoes grouped below 
the figure. Much detail is shown on 
the shoes selected; pin tucks, plain and 
with rows of alternating perforations; 
oxfords with pinked tongues; perfora- 
tions in very elaborate patterns. 

The other window has a figure 
dressed in a three-piece suit with a 
three-quarter cape. On this revolving 
platform are grouped water-snakes, 
beige and brown shoes in oxfords, 
pumps and sandals. The figure wears 
a water-snake oxford elaborately piped 
in brown. 

In one of the windows at I. Miller’s 
grey is featured. Handsome dress goods 
in grey wool and figured material set 
off the shoes. Fog-mist hose are shown 
to accompany the shoes. The shoes in the 
display have much interesting detail. 


Punched and Stitched 
Style Vogue 


PITTSBURGH, Pa. — Punched and 
stitched shoes are leading in popular- 
ity with customers of the Joseph Horne 
Co., according to O. S. Kitchen, buyer 
in the women’s shoe department. Black 
is the leading color, and next in order 
are brown, blue, and beige. 

“The oxford type shoe is away ahead 
of everything else,” Mr. Kitchen said. 
“Punch designs either underlaid or 
perforating are in great demand. Near- 
ly all strap models are T-strap styles. 
We are selling a lot of tailored shoes 
of mannish effect; one-eyelet ties are 
particularly popular. 

“Grey is selling well in kids, mostly 
in lines around the $6 mark; in the 
$10.50 lines white ring lizard is an 
important item. We do not expect grey 
to continue in favor much longer, but 
we anticipate a successful season for 
white shoes. 

“Continental heels are leading in 
nearly all shoes; Mandrucca is the 
best seller in sport shoes.” 


Blues Strong in Chicago 


CuHIcAGo—Blues are selling well at 
Stetson’s according to F. W. Cox. 
These are shown in ties, straps and 
pumps. They will probably continue 
to be in demand until warm weather, 
it is thought here. Wide T-straps are 
favored for sports wear in brown calf, 
white artillery calf and beige artillery 
calf. Brown is still in active demand 
at this store. 

College men’s shoes favored this sea- 
son have broad toes and heavy perfora- 
tions. These are being shown in sev- 
eral heavy models. 


Combinations of Colors 


Boston, Mass.—The new combina- 
tions of colors are to be noted, as, for 
instance, the 50-50 pump, the outer 





half of the upper of which is of black 
kid, while the inner half is of grey 
suede. Then there is the 60-40 shoe, 
of grey suede for 40 per cent of its 
upper and patent leather for 60 per 
cent, the patent being used for overlays 
and trims, and, also, the new ties 
whose vamps are of wide stripes of 
leather sewed together, as, for an ex. 
treme instance, alternate stripes of the 
blue and of white kid. 


New Custom Line Reveals 
Novel Eyelet Effect 


San 


VETO SIS: 


In the startling new custom line 
of Stacy-Adams Company, Brockton, 
is a novel eyelet effect, which has de- 
veloped much interest and comment 
among buyers and stylists who have 
viewed the new line. 

The unusual arrangement or align- 
ment of eyelets is just one of the many 
— features to be found in the new 
ine. 


Has Foot Clinic at Race 


Boston—Dr. Joseph Lelyveld, sec- 
retary of the Massachusetts Chiropo- 
dist Association, aided by his staff of 
podiatrists, will conduct his clinic at 
the finish of the annual B.A.B. mara- 
thon race April 19, as has been his cus- 
tom for several years. In the 26 mile 
grind, which is the marathon classic 
of America, many runners develop bli=- 
ters and calluses and Dr. Lelyveld an! 
his corps of assistants have done 2 
mighty fine job, gratis each year, for 
the athletes. 
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“THE RODEO” 
Sizes 11/5—$2.25 

















INCREASE YOUR PAIRAGE 
WITH THIS NOVELTY BOOT 


The Soles are Goodyear Wingfoot No-Mark 
(does not mark or footprint the floor at 
home) ; with a real “Cowboy” leather heel. 


MARION SHOE CO. 


MARION, INDIANA 


Fast Service Distributing Points 
WASHINGTON SHOE STEWART - DAWES 
163 Jachson St or ah Bee 
P er ‘ackson St. 
#933 Brown top with white inserts SEATTLE, WASH. LOS A 
° e Northwest Pacific Coast Middle Pacific Coast 
#935 Grey top with red inserts 


and nowse 


Juvenile ---==.-= 


~ COWBOY BOOTS 


For Brother Bill and Sister Sue 


F. 
NGELES, CAL. 


| 








DUNHAM BROS. CoO. 
a BRATTLEBORO, VT. 
8th St. 


Eastern . 
New York City 
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New England Shoe Production 
And Payrolls Up 


BostoN—An increase in production, 
accompanied by a more than corre- 
sponding rise in payrolls in the New 
England shoe industry, is noted by the 
Federal Reserve Bank of Boston in its 
digest of business news, released April 
1. On the basis of daily averages, it 
is pointed out, the rate of production 
in this district exceeded that for any 
preceding February since 1929 and, 
“after seasonal adjustment, was the 
largest output for any month since Oc- 
tober, 1932.” 

Commenting on changes in employ- 
ment and payrolls in New England, 
the monthly review cites the following 
encouraging facts: 

“In Boston, an increase of 22.7 per 
cent in employment and a gain of 35.2 
per cent in wages; in Brockton, a rise 
of 1.4 per cent in employment and of 
7.1 per cent in payrolls; Lowell showed 
a gain of 19.9 per cent in employment 
with an increase of 39.5 per cent in 
payrolls; while in Lynn there was a 
rise of 51.2 per cent in the number 
employed and an increase of 89.1 per 
cent in wages paid.” 


Stix-Altman-Weiner, Inc. 
Starts Manufacturing 


CINCINNATI, OHIO—Another shoe 
manufacturing concern in Cincinnati 





was assured several days ago when a 
charter was applied for by Stix-Alt- 
man-Weiner, Inc. The Company is to 
engage in the manufacture of women’s 
popular priced style footwear and 
plans to equip its plant immediately 
so as to be in full production within 
ninety days. 

All of the principals in the new con- 
cern have been prominently identified 
with the shoe industry for many years. 
Richard T. Stix was associated with 
the Julian & Kokenge’ Company for 
many years and at his retirement about 
a year ago was treasurer of the com- 
pany. Nat Weiner, who is widely 
known in leading retail circles through- 
out the country, and who will be styles 
and sales manager of the new com- 
pany, has been associated with the 
Roth Shoe Company, Cincinnati for the 
past several years and prior to that 
time was prominently identified with 
the St. Louis shoe manufacturing in- 
dustry. Edward E. Altman, another 
active member of the new concern, is a 
partner in Altman Bros., large local 
shoe jobbing house. 

The company has been incorporated 
with a capitalization of 500 shares, no 
par stock, with sufficient active capital 
to produce 1000 pair minimum per day. 
It is understood the company will con- 
centrate on cemented-process footwear 
to retail at $3 and $4. 

Announcement of the location of the 
new plant will be forthcoming in a few 
days according to the principals. 





Schiff Co. Elects Officers 


CoLumsus, OH1I0— At the annual 
stockholders meeting of the Schiff Co., 
held March 20, Robert W. Schiff was 
re-elected to the position of treasurer. 
Leo G. Federman, New York City, was 
re-elected first vice-president; Al 
Schiff, second vice-president, and 
Edward E. Schiff, secretary and assist- 
ant treasurer. The board of directors 
was reduced from 11 to nine members 
with the officers and Morris Schiff, 
Jack Schiff, Will Schiff and Edward J. 
Winters, New York, as members. 

The chain now operates, 187 retail 
shoe outlets in 26 states and the Dis- 
trict of Columbia. Many of the units 
are sections in department and dry 
goods stores. 


Has Unique Scrip Plan 


CINCINNATI—A unique plan has 
been adopted by the So-Lo Plastic 
Shoe Repair Works as an incentive 
toward additional purchases in Greater 
Cincinnati, Joseph J. Marx, vice-presi- 
dent announced. 

One thousand dollars worth of cir- 
culation certificates have been dis- 
tributed gratis among the firm’s em- 
ployees. The recipient must spend 
these within two weeks for any purpose 
he may select. Merchants can then re- 
turn the certificates to the So-Lo Plas- 
tic Shoe Repair Works for redemption 
at their face value. 
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WHERE TO BUY 


Men's and Women’s 
Slippers 
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S. CHASE & SONS, INC., 

HAVERHILL, MASS. 

in Stock Men's Full Leather Lined 

Handturned Slippers 

Priced from $1.35 
Kid Pullman Slippers 
colors and black with 
Snap Pocket $1.35 
Zipper Pocket $1.50 
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WHERE TO BUY 


Sport Footwear 
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Riding Boots 


RIDING BOOTS 
‘ IN-STOCK 


For Men, Women and 
Children—also 
Jodhpurs and Field 
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HIDE FUTURES STRONGER 


Hide futures prices on the New York Hide 
Exchange reflected an increase of a half cent a 
pound in value during the week ended April 
7th. Buying power increased as the week pro- 
gressed and prices mounted steadily, the active 
positions showing net gains of from 30 to 35 
points on Friday alone. For the period under 
review the values on the New York Hide Ex- 
change were from 50 to 55 points net higher. 
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> ON THE SELLING END « 


News of the Travelers and Sales Activities 





Rate War Looms in the South 


The imminence of a passenger rate 
war in the South was disclosed in plans 
of the Southern Railway to cut its coach 
fares to 1% cents a mile and its Pull- 
man fares to 2 cents a mile with the 
surcharge eliminated. This was con- 
strued as an answer to the recent ac- 
tion of the Atlantic Coast Line, through 
the Louisville & Nashville, in reducing 
the rates respectively to 2 cents and 3 
cents without surcharge. The standard 
| rate for both classes of travel is 3.6 cents, 

reports Thos. A. Delaney, secretary of 
the National Shoe Travelers Associa- 

tion. 
| The Interstate Commerce Commission 
| authorized the Louisville & Nashville’s 
| reduction on March 17, the cut to run for 
six months, and gave the same authority 
to the Nashville, Chattanooga & St. 
Louis and the Atlanta & West Point, 
| to other units in the A.C.L. system, 
and to the Mobile & Ohio, which is con- 
trolled by the Southern. 

The railroads of the West restored 
mileage books on Feb. 1, 1933, but else- 
where in the country the Louisville & 
Nashville’s move has been opposed. The 
Eastern roads will offer sundry excur- 
sion rates this Summer in addition to 
the present week-end fares, but until 
now have opposed a reduction in the 
basic rate. However, the possibility that 
| the Louisville & Nashville’s action might 
undermine the standard rate structure 
has been conceded. 

Further elimination of unprofitable 
passenger train service in the East was 
indicated when it was made known that 
the New York Central and the Chesa- 
peake & Ohio were negotiating to co- 
ordinate or pool passenger service be- 
tween Toledo and Columbus. The Penn- 
sylvania and the*-Wabash, the latter con- 
trolled by the Pennsylvania, have pooled 
passenger trains between Detroit and 
Buffalo. 

Negotiations to coordinate service be- 
tween Chicago and St. Louis and be- 
tween Chicago and the Twin Cities have 
been under way for a year. 





Red Cross Shoes at the Century 
of Progress 


nounce that they will have a display 
of Red Cross shoes as a part of the 
Ohio exhibit at the Century of Prog- 
ress Exposition in Chicago, June 1 to 
Nov. 1. This exhibit will show the de- 
tails of construction, the outstanding 
styles from the Spring line, and the 
new styles for Fall, with an attractive 
background consisting of “blow-ups” 
of national magazine advertising, win- 
dow cards, signs, etc. 








United States Shoe Company an- | 





Appointed Salesmanager 


Boston — The A. C. Lawrence 
Leather Company announces that R. J, 
Mellin has been appointed sales man- 
ager of the calfskin department. His 
appointment takes effect April 3. Mr. 
Mellin was formerly employed by this 
company in a similar capacity for many 
years. 

W. L. Gerrish, formerly manager 
of the St. Louis branch of the A. C. 
Lawrence Leather Company, will re- 
turn to that position, on May 10. Mr. 
Gerrish will add to his duties in the 
Middle West by overseeing sales of 
shoe upper leather in the Milwaukee 
office. 


L. F. Murphy Suffers Shock 


DENVER, CoLo.—Luther F. Murphy, 
who for the past twenty years has been 
a prominent shoe salesman and Colo- 
rado representative of the Brown Shoe 
Co. of St. Louis, Mo., for the past thir- 
teen years is suffering from a severe 
paralytic stroke in St. Joseph’s Hospital, 
Denver. Mr. Murphy was stricken while 
enroute to the Western Slope country. 
His car collided with another machine 
on a narrow mountain pass at an alti- 
tude of over 10,000 feet and while he 
appeared calm at the time of the acci- 
dent he was soon found slumped in his 
car and in a critical condition. 


Swan Shoe Co. Men Out 


George Daven, formerly with the 
Best Ever Slipper Co., is now repre- 
senting the Swan Shoe Co. of Balti- 
more in Greater New York and New 
England. His permanent office is in 
the Marbridge Building, New York. 
Other Swan Shoe Co. representatives 
are Darwin S. Chesney, California; 
Louis T. Blake in the Midwestern; 
Harold M. Ness, the Middle Atlantic 
states, and T. M. Hunley in the entire 
Southeastern section. 


Appoint Bob Lipson 


Announcement of the appointment of 
Robert C. Lipson as assistant sales 
manager of Lucius Beebe & Sons, Inc., 
has been made. 

Mr. Lipson has spent most of his 
business life in the leather industry and 
is well known to the trade. 


R. E. Sherrington Weds 


PorRTSMOUTH, OHIO—Richard LF. 
Sherrington, advertising manager of 
the Selby Shoe Co., was married in 
Mayesville, Ky., recently to Miss Lou- 
ella M. Nau of Akron. They spent a 
short honeymoon in Columbus. 
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MODEL FOOT HEALTH 
WINDOW 


The Foot Health Week Poster, photograph and 
ground plans of this model trim were furnished 
nearly 1,000 merchants using Brown Shoe Com- 
pany’s Window Display Service. The plateaus, 
background panels, shelves, felt letters, and 
felt appliques had been previously furnished. 
This outstanding Service is offered exclusively 
to one merchant in a community on a low, co- 
operative cost basis to merchants featuring 
Buster Brown and Brownbilt Shoes. 
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Improvement Seen in Buffalo 


BuFFALO, N. Y.—Footwear sales vol- 
ume in March showed a sharp increase 
over February and declined only slightly 
under the figures for the corresponding 
period of 1932, according to reports from 
shoe buyers for the larger department 
stores and specialty shops. Early April 
sales continued to show a marked im- 
provement and retailers quite generally 
predict the volume for the month will 
show an increase over April, 1932, the 
first important upturn in several years. 

One of the important developments of 
the season in the retail shoe business is 
the increasing demand for higher priced 
lines on a quality basis, retailers report. 
At L. L. Berger, Inc., where I. Miller 
footwear for women is featured, it was 
stated that current business reflects in- 
creasing consumer confidence with a 
greater demand for high style quality 
lines. 

John Funnell, footwear buyer for The 
Kleinhans Co., one of the largest re- 
tailers of men’s and boys’ shoes, reports 
that a major part of the men’s business 
is confined to lines above $5. He says 
April sales are showing a gain over the 
same period of 1932 and he believes the 
month will close with a very substantial 
improvement. 

Other large retailers along Main 
Street including local units of chains 
featuring nationally advertised brands, 
say there is very definite evidence of an 
upturn in the shoe business. Weldon D. 
Smith, vice-president of Adam, Mel- 
drum & Anderson Co., and president of 
the Retail Merchants’ Association, is 
confident that the upturn has come and 
that retailers will have little difficulty 





in expanding their sales volume figures 
on profitable basis during the remaining 
months of the year. 


Opens Low Price Department 


SAVANNAH, GA.—The Globe Shoe Co. 
has opened a low-priced Cash and Carry 
department, which occupies the entire 
third floor of the store. Milton L. Weil, 
connected with the store for a number 
of years, is head of the department, 
which carries a full line of shoes for 
every member of the family. 

The opening was announced through 
page broadsides in the local newspapers 
and through the distribution of approxi- 
mately 20,000 circulars in adjoining 
counties. Business on the opening day 
was far beyond expectation, according 
to Mose M. Smith, president of the 
Globe. 

“We almost depleted our stock in the 
new department the first day,” Mr. 
Smith stated. “In addition to doing a 
wonderful business in the new depart- 
ment, there was approximately a 200 
per cent increase in sales over the same 
date last year on the first and second 
floors where our higher priced stock is 
carried. I attribute this increase to a 
general improvement in business, as we 
had made no special effort to boost busi- 
ness in these departments.” 


Demand Good for Quality Shoes 


E. M. Daniels, sales manager of the 
United States Shoe Corporation, manu- 
facturers of Red Cross shoes, said last 
week: “Our mail orders received last 
Monday morning broke a record. We 
received orders from 35 per cent of our 
customers, which would indicate a 
broad general buying movement going 
on among merchants replenishing their 
stocks and getting ready for Easter 
trade. In one day’s mail we have had 
a larger number of pairs, but never 
before such a large number of orders 
from a large number of customers at 
one time. It proves, too, that there is 
an appreciation for, and an active de- 
mand for quality footwear, correctly 
styled to meet the demand of discrim- 
inating women.” 


Higbee Opens Modern Store 


CEDAR RAPIDS, lowa—G. W. Higbee 
has opened a modern shoe store for 
men and women at Second Street and 
Third Avenue in the location formerly 
occupied by the Matson Shoe Co. The 
store has been widened and new equip- 


ment and furnishings installed and 
stocked with new lines. The interior 
decoration, including stock boxes, is 
carried out in a mulberry color scheme. 


Calling on S. A. Trade 


Boston—Kivie Kaplan of the Colo- 
nial Tanning Company is now in South 
America, touring the various countries, 
visiting the representatives of the firm 
and calling on the trade there. 





50 Years in Same Location 


HAGERSTOWN, Mp.—McCardell Bros. 
are holding their golden anniversary of 
operating a shoe store in this city. 

On April 3, 1883, fifty years ago to- 
day, two brothers, W. H. McCardell and 
O. D. McCardell, opened the doors of a 
small store in North Potomac Street 
under the name of McCardell Bros. 

During the past fifty years, that firm 
has never changed its location, although 
it rebuilt on the same site. 

The two brothers have been dominant 
factors in the growth of this community. 


To Make Children’s Shoes 


ELKHORN, Wis.—A. J. Munch, who 
prior to last August sold shoes in Chi- 
cago for J. W. Carter Co., has formed 
the Elkhorn Shoe Co. and is manufac- 
turing children’s shoes. These shoes 
bear the trade name of Dr. Ridgeways 
Future Foot Shoes. Dr. Ridgeway, 
who is mayor of Elkhorn and also has 
charge of the large hospital there, is 
president of the new company. 





VETERAN RECORDER 
READERS 


The request that all shoe merchants who 
have been Recorder readers for 10 years or 
more send us their business card and advise 
us as to the length they have been readers, has 
resulted in the receipt of hundreds of replies. 
Many merchants were kind enough to pay the 
Recorder many compliments. 





To those who have complied with this request 
—kindly accept our thanks. And you who have 
not, please do so. 


Harry R. Terhune, care of Boot and Shoe 
Recorder, 239 West 39th St., New York, N. Y. 
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John H. O’Donnell 


PORTLAND, OrRE.—John H. O’Donnell, 
49, died suddenly of a heart attack. 
Mr. O’Donnell was a popular member 
of the shoe fraternity and had been a 
salesman for the Craddock-Terry Co. 
several years until his death. 

He is survived by a son, Robert; his 
mother, two sisters and a brother. 


Frank L. Price 


BrockTON—F rank L. Price, widely 
known shoe executive and in recent 
years head of the F. L. Price Shoe 
Co., Brockton, died last Thursday, fol- 
lowing a brief illness. For many years 
active in the leather remnant business 
in Brockton, Mr. Price last year opened 
a small factory, making a line of low 
priced welt shoes. He is survided by his 
wife. 
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ADVERTISING EXPERTS 


EXPRESS THEMSELVES ON 
| “CIRCULATION” 


Mr. Stuart Peabody, 

President of the Associa- 
tion of National Advertisers, 
to the Association Members 
on March 6: 


“A responsibility now faces advertisers to 
help preserve sound circulation and the 
machinery for auditing that circulation. 
..- As buyers of advertising, we have a 
community of interest with the substan- 
tial publishers of the country in main- 
taining their publications as useful 
means which we can continue to em- 
ploy in our sales promotion activities. 
. - « Honest publishers, whose money it 
is which supports audited circulation, 
are beginning to question whether 
enough advertisers as individuals really 
want what they ask for as a group, to 
justify the expense on their part... . 
There is no question in any one’s mind 
that a return to the chaotic days before 
circulation was audited would be ex- 
tremely unfortunate. It is a responsi- 
bility of each one of us as advertisers, 
to see that audited circulations continue. 
. . » It is our responsibility to see that 
those honest publishers who are using 
only clean circulation methods do not 
suffer for so doing.” 


Mr. John Benson, 


“In times like these, there is danger of 
some publishers resigning from the A. 
B. C., particularly in the business paper 
field, where quite a few have done so 
. . - There is keen competition on be- 
tween A. B. C. and “free” papers, the 
latter being in a position to increase cir- 
culation at will... To some publishers, 
A. B. C. audits seem, ey of 
course, an unnecessary expense and a 
real handicap which they would dispense 
with if they felt that buyers were not 
deeply interested in maintaining and 
using them—for our own protection .. . 
The A. B. C. is our bulwark of sound 
value, but is being paid for by the pub- 
lishers—4 to 1. If these publishers feel 
that we are at all indifferent about A. B. 
C. and lightly set aside such papers for 
non-A, B. C., some of them are going to 
think about saving their money . . . Let 
us minimize these risks by appreciating 
the publisher who is satisfied to let his 
circulation reach a natural level, and 
also the publisher who makes available 
to us, through A. B. C. reports, the in- 
formation we must have for intelligent 
purchase of space.” 


BOOT and SHOE RECORDER, December, 1932, A. B. C. 
Statement released on scheduled time, showed Average 
Net Paid, 14,367— Average Total Distribution, 15,867. 


But aside from our A. B. C. membership, BOOT AND SHOE 
RECORDER has been for 50 years the recognized authority and 
leader of the shoe and leather industries, as a result of its EDI- 


TORIAL SUPREMACY. 








When writing advertisers please mention Boot and Shoe Recorder 
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BOOT and SHOE RECORDER 
















is the 


ONLY 


RETAIL SHOE TRADE 
PUBLICATION 





a member of the 


A. B. C. 


Audit Bureau of Cireculations 


The A.B.C.—founded in 1914—is made up of business papers, 
newspapers, magazines, farm papers, national advertisers and 
advertising agencies—a cooperative, non-profit organization 
that stands for honest, known, paid, audited circulation. 
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CLAWIFIED ann WANT AD 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


e e * © 














SALESMEN WANTED 


POSITION WANTED 


BUSINESS OPPORTUNITY 








ARE YOU QUALIFIED 


TO UNDERTAKE DISTRIBUTION OF A 
FOOT CORRECTIVE DEVICE OF REVO.- 
LUTIONARY _PRINCIPLE — SOMETHING 
STARTLING NEW BUT FOR WHICH AN 
IMMENSE ESTABLISHED MARKET AL- 
READY EXISTS? WE WANT TWO MEN, 
a oe OF SCHOOLS OF CHIROP- 
ODY OR WITH _ EXTENSIVE EXPERI. 
ENCE IN CORRECTIVE SHOES OR FOOT 

PLIANCES. WRITE GIVING FULL 
QUALIFICATION TO D-326, CARE BOOT 
AND SHOE RECORDER, 239 WEST 39TH 
STREET, NEW YORK, N. Y. 


ANTED: Salesman to handle on commis- 

sion, line of 125 patterns women’s arch 
footwear retailing at $3.00; carried in_ stock. 
Territories open: New York City, New Jersey. 
Address D-322, care Boot and hoe Recorder, 
239 West 39th Street, New York, N. Y. 


ALESMEN with established trade to sell 

short sideline of very low priced footwear now 
selling big for men, women and children on 
strictly commission basis, state territories trav- 
elled and give references. Address D-328, care 
Boot and Shoe Recordér, 239 West 39th Street, 
New York, N. Y. 


NAPPY side line children’s Flexible Pre- 

welts, Infants’ Soft Soles and First Steps. 
Desirable territory available. Liberal Commis- 
sion. Monthly Statements. In your reply give 
gga territory covered and lines now 
selling. W. Chesbrough, Manufacturer, 797 
Smith st Rochester, : 


OUTHERN and Western States shoe sales- 

men wanted to carry white and neutral! 
shoe cream as side line. Only high grade men 
—— Birk Manufacturing Co., New Albany, 
nd. 








FOR SALE 


SHOE STORE, old established business with 

best of reputation for sale. Over 50 years 
same family, main shopping center in city of 
40,000, near New York City. Low inventory. 

good lease. Address D-327, care Boot and 
ad Recorder, 239 West 39th Street. New 
or 





WouLp like to hear at once by mail from 
some modern American Direct Selling Boot 
& Shoe Manufacturers who want and have 
openings for Representative or Salesman in 
State of New Mexico. Write me your proposi- 
tion, including postage paid envelope, which will 
insure you my reply at once. Address George 
Roklizer, North 3rd St. & Wilson Ave., Gallup, 
New Mexico. 


UYER-MANAGER. Eighteen years suc- 

cessful experience — proven ability — real 
merchandiser, familiar with modern methods— 
budgets and control—know market, for depart- 
ment—specialty—or group of stores. Unques- 
tioned qualifications as to capacity, character 
and integrity. Address D325, care Boot and 
Shoe Recorder, 239 West 39th Street, New 
York, N. ¥ 








BUSINESS OPORTUNITY 





HOE STORE: Excellent sqpertuaty for long 

established business. Ideal location in a live 
town in Penna. Low rental and small in- 
vestment. Will sell with or without stock. 
Kromers, 620 Raub St., Easton, Pa. 








LINE WANTED 





Iowa and Nebraska. 
Thirteen years on the road. Address Dave 
Russick, 651 46th Street, Des Moines, Towa. 


WANTED: Snappy popular priced Ladies’ 
Novelty Shoe line for 








WANTED TO PURCHASE 








Buyers of Surplus Stocks 


We will buy surplus or —_ stocks ef shoes 
from manufacturers, jobbers or retailers. 


QUANTITY NO OBJECT 
KIRSCH - BLACHER CO., Inc. 
590 Broadway New ‘York 
Phone Canal 6-4298 and 4299 














YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 











HOTELS 





" JUST WEST of BWAY 


NEW YORK 
1000 ROOMS 


EACH WITH BATH AND SHOWER 


Circulating ice Water... Radio. . 
Large Closets...Full Length Mirrors 


OTHER UNUSUAL FEATURES 
SUN-RAY HEALTH LAMPS 
Roof Solarium... Air-Cooled Restauram 


Rhee 2° hee 6 


| IN THE HEART OF TIMES SQUARE 











Minimum charge 75 cents. 
$1.25. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 


For all other classified advertisements the rate is 7 cents per word. Minimum 
When a box number is desired twelve words should be added for the address. 
word of the address should be counted. 
The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. 
& Advertisements for this page must be in our New York office on Friday of the week preceding publication. ® 


In all other cases each 
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Q: Orange Streamers S: 
on Soft Yellow. 


Red Flower on 
Bright Yellow. 


SIZE: 1%” x 2%” 


24 Dozen 


details promptly submitted. 


CHICAGO, ILL. 





MODERNISTIC PRICE TICKETS 


Any Assortment Desired 
Many More Designs in Stock 


CHECK WITH ORDER, PLEASE, UN 
LESS C.0.D. SHIPMENT IS PREFERRED 


A new green ticket is now ready for spring trims. Also, dis- 
tinctive display cards, produced monthly, that sell shoes and 
your service, assuring direct customer contact. 


Merchants’ Service Dept. 
BOOT AND SHOE RECORDER 
367 West Adams St. 


Yellow Lantern 
eon Deep Orange. 


Samples and 


BROADWAY AT 32ND STREET .- 


UP-TO-DATE ROOMS 
AT DOWN-TO-DATE RATES 


‘De * 


TO $3.50 SINGLE 


TO $5.00 DOUBLE 
NONE HIGHER 


600 LARGE, CHEERFUL ROOMS 


Private underground passage 
from Pennsylvania Station... 
saving taxi fare. One block from 
Fifth Avenue and Empire State 
Building. Subways, elevated 
lines, buses and trolleys stop at 
door. Direction — American 
Hotels Corporation. 

GEORGE H. WARTMAN, Manager 


INIQUE 


NEW YORK 




















Goes to Columbus, Ga. 


CoLuMBUs, GA—F. E. Dyer, Jr., 
formerly manager of a shoe store in 
Atlanta, has been made manager of the 
Nell O’Neil Shoe Store. 

Mr. Dyer, for the past ten years, 
has been associated in the retail shoe 
business and is especially proficient in 
the fitting of children, it was learned. 
Mr. Dyer stated that upon finding 
Columbus such a wonderful city for 
children’s shoes, he has ordered sou- 
venirs to be given to the kiddies at 
their request. 

Associated with Mr. Dyer and acting 
as assistant manager is Mr. D. S. 
Smith who was formerly connected 
with the College Slipper Shop of At- 
lanta. Mr. Smith has also had many 
years of experience in the retail shoe 
business and claims Columbus as his 
home. 


Baltimore Store Incorporated 


BALTIMORE, Mp.—The Family Shoe 
Store, Inc., 213 North Eutaw Street, 
has been chartered to conduct a retail 
shoe business. Capitalization of the 
corporation is $25,000. The incorpo- 
rators of the corporation are William 
Davis, George Pumpian and Lillian 
Harris. Mr. Davis has for a number 
of years been identified with the re- 
tail shoe business of this city, main- 
taining shoe shops in the downtown 
sections of the city. 





Hess Featuring Comfort Shoe 


BALTIMORE, Mp.—Hess, Baltimore, 
Md., exclusive shoe retailers, are now 
featuring a new line of arch shoes for 
men, known as the Hess Tru-Comfort 
Shoe. The price of this shoe is $7.50. 
True comfort is assured as a result 
of the special built-in shank and scien- 
tifically designed metatarsal support. 
This line has been added by this large 
exclusive shoe concern in order to 
afford its male clientele shoes designed 
exclusively to furnish foot-health and 
foot-comfort. 


Comfort Shoes Essential 


BuFFALO—People are just as con- 
cerned in securing correct shoes that 
give comfort during depression as they 
are when times are booming, according 
to H. L. Oefner, who has been with 
the C. H. Barton Shoe Store, 656 Main 
Street, for nineteen years. Mr. Oefner 
says the store volume this year has 
exceeded the corresponding period of 
last year both in volume and in units. 

The Barton store has built up a uni- 
que reputation in Buffalo during the 
27 years of its existence. Its specialty 
is correct footwear. Mr. Barton, who is 
a former president of the. New York 
Shoe Dealers’ Association, has made a 
deep study of correct fitting of shoes 
and both he and Mr. Oefner believe 
that continued study is necessary for 
success. 





Has Foot Health Demonstration 


BALTIMORE, Mp.—A feature of the 
sales promotional work for educating 
children and their parents to the wear- 
ing of foot-health and comfort-giving 
footwear, Hochschild, Kohn & Co. gave 
a three-day movie showing “How to 
Keep Young Feet Healthy.” These in- 
structive movies were staged in the 
shoe department of the store. In these 
movies were illustrated the growth and 
care of young feet. 

An added feature of this sales pro- 
motional work was the appearance of 
Mr. Morris of the “Propr-Bilt” Shoe 
Co., who offered scientific assistance in 
selecting footwear for children that 
was both preventive and corrective. 

A still added feature for women was 
the Dr. Scholl demonstration staged in 
the shoe department of the store dur- 
ing the same period. 


California Stores Reorganize 


Stockton, Cat.—The Slipper 
Shoppe, 240 East Main Street, Stock- 
ton, selling high-class women’s shoes, 
and the Slipper Shoppe at 931 Tenth 
Street, Modesto, have both been sold 
to Sutton’s, a firm organized by Clyde 
E. Sutton (heretofore president of the 
Slipper Shoppe organization), together 
with G. A. Carlisle and Henry Fair- 
banks. 
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Richards & Brennan Co., Randolph, Mass. 52 


Johnson & Ra St. Louis, Mo., 
Roberts, Jo n ind, — 














Smith, J. P., Shoe Co., Inc., Chicago, Ill... 52 
Stacy-Adams Co., Brockton, Mass........ 52 


BOOTS AND SHOES 


Alden, Cc. H., Co., Abington, Slaes.... <. 6s 53 Vitality Shoe Co., St. Louis, MG ccccsseees 1 
Ault-Williamson Shoe Co., Auburn, Me... 50 Vim Ode Shoemakers, Inc., Boston, Mass. .8-9 


Bass, G. H., & Co., Wilton, Me.......... 58 

Blog Shoe Co., Inc., New York City...... 56 

Beyd-Wright Shoe Co., St. Louis, Mo..... 12 

Brown Shoe Co., St. Louis, Mo......... 36-37 LEATHER AND OTHER MATERIALS 


Cambridge Rubber Co., Cambridge, Mass. 7 | =v8ns John R., & Co., Camden, N. J....26-27 


Chase, W. S., & Sons, Haverhill, Mass.... 58 


Cinderella Shee Co., Auburn, Me......... 4 | Levor, G., & Co., Inc., Gloversville, N. Y...2-3 


Clapp, Edwin & Sons, Inc., E. Weymouth, 
DN cies recente sbe 605ss0%)445 600% 52 Surpass Leather Co., Phila., Pa........... 6-41 
a ag J. M., Shoe Co., South Braintree, 
FROMAE AN Rea AWESN a aac ase STOCCs 6S 8 Yeung Ca. Micdaod, Mew Yous -B Y..... 6 
pn Shoe Co., Stillwater, Minn...... 46 
Converse Rubber Co., Malden, Mass....... 43 Ziegel Bismen Co., Boston, Mass......... 6 
Craddock-Terry Co., Lynchburg, Va., 
2nd Cover 


Deaee Bliss & Perry Co., Stypbecrpert. 


5 MACHINERY, LASTS, MFRS,’ SUPPLIES 
DRESSINGS, ETC. 


Ebberts, John, Shoe Co., Buffalo, N. Y... 52 United Shoe Machinery Corp., Boston, 
Edwards, J., & Co., Philadelphia, Pa, __— ||, RBBe oececcecccvccerece 45-48-55-3rd Cover 


Cover 
Vulean Corporation, Portsmouth, O 
Ephrata Shoe Co., Ephrata, Pa............ 54 Front Cover 
Florsheim Shoe Co., Chicago, IIl......... 10 
Hoge-Montgomery Co., Frankfort, Ky.... 25 SHOE ACCESSORIES 


Johnson Products, Inc., Indianapolis, Ind. 47 


Kendall Shoe . BOR REAG. . oc0560 
A EE, Sao © | simplex Shee Tree Corp., Chicago, Dl..... 64 
Marion Shoe Co., Marion, Ind. ........... 67 
Marathon Shoe Co., Wausau, Wis......... 39 
Mrs. ae Ideal Baby Shoe Co., Danvers, 
ME Uepetvesserceboeces Uhetssesse wi eed 54 MISCELLANEOUS 
Hotel Martinique, New York City.......... 63 
Nettleton, A. E., Syracuse, N. Y......... 52 
Hotel Edison, New York City............. 62 


Old Colony Shee Co., Brockton, Mass..... 52 | Tlinels College of Chirepedy, Chicago, Ill. 46 
Owens Shoe Co., Lynn, Mass............ 56 Kirsh-Blacher Co., Inc., New York City.. 62 
Marbridge Bidg., New York City.......... 47 
Stephenson Laboratory, Boston, Mass.... 62 





—— Branch of I. 8S. Co., St. Louis, e 
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David R. Stern 


CINCINNATI—David R. Stern, 74, 920 
Burton Avenue, Avondale, died Sun- 
day, April 2. He was formerly presi- 
dent of the Stern-Auer Shoe Company 
which upon Stern’s retirement from 
the Company ten years ago con- 
solidated with United Shoe Company 
and formed the United Shoe Corpora- 
tion, Spring Grove Avenue and Alfred 
Street. Mr. Stern’s father founded the 
Stern-Auer Company over fifty years 
ago and Mr. Stern entered the business 
with his father a year later. Mr. Stern 
leaves his widow Fannie Stern and his 
son, Joseph Stern, president of the 
United Shoe Corporation. 

He was buried in the Walnut Hills 
Jewish cemetery. 





Abraham Hartman 


Boston—Abraham Hartman, presi- 
dent of the Hartman Shoe Co. and the 
Hannahsons Shoe Co., both of Haver- 
hill, is dead at the age of 45. He was 
stricken with typhoid fever while in 
Miami, Florida, about seven weeks ago 
and died at his home in Haverhill, to 
which he had been brought by his 
physician, on April 3. 

Mr. Hartman was born in New 
York City but moved with his parents 
to Haverhill when a boy, there being 
associated for some time with his 
father in the retail clothing business. 
Later, when his father, now a promi- 
nent real estate dealer, organized the 
Hartman Shoe Co., Mr. Hartman 
joined the new enterprise and rapidly 
became one of the best known shoe 
executives in the district. 

He and his brothers helped organize 
and direct the Hannahsons Shoe Co., 
the in-stock subsidiary of the parent 
company, about 10 years ago, and the 
combined companies constitute one of 
the largest shoe manufacturing and 
wholesaling establishments in New 
England. 

Mr. Hartman is survived by his par- 
ents, Mr. and Mrs. David Hartman; 
his wife, Mrs. Frances G. Hartman; 
two sons, Joel and Alan; two sisters, 
Mrs. Daniel Wallach of Brooklyn, and 
Miss Millie Hartman of Haverhill, and 
three brothers, Louis, Samuel and Jo- 
seph Hartman. 
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PLANTATION—No. 4001 — White 


Kid, No. 18 last, 18/8 Blvd. heel. .$3.50 

















2511 SULLIVAN 





17/8 Blvd. 


NERO—No. 4006—Heyman's 1933 
White Suva Cloth trimmed in white 
kid, No. 11 last, 17/8 Blvd. heel... 


REBA—No. 1933—All-over White 
Pig Pump, No. II last, 
Wael, Gi... 





. $3.15 





TEX 
No. 1604—White Kid, 


white kid 
MUMS dct? fe er acts oc aea $3.50 
No. 1608—No. 176 Brown Kid.... 3.50 
No. 1609—-New Castle's 1312 Blue 
Meo todas eat ees 3.50 
No. 1600—Black Patent Leather... 3.25 
No. 160!—Selected Satin Kid..... 3.40 


Made with the famous VIOL SHANK on 
our No. 7 last, carrying 20/8 Louis heel. 








DIANE 
Made over No. 7 last carrying 
20/8 Louis heel 


No. .150!1—White Kid............ $3.40 
No. 1504—Brown Kid............ 3.40 
No. 1500—Selected Satin Kid..... 3.30 
No. 1502—Black Patent Leather... 3.15 
Made over No. II last carrying 
17/8 baby Louis heel 
No. 1703—White Kid .... a 
No. 1700—Selected Satin Kid. . .30 


No. 1702—Black Patent Leather. . ' oa 





NINA—No. 4005—Heyman's 1933 
White Suva Cloth trimmed in white 


kid, No. 18 last, 18/8 Blvd. heel. . .$3.15 
Sizes and Widths 

Ie Te Bence oo cee ccs cess 3 to 9 

15c. extra per pair for orders less than 

four pairs. Terms—5% 30 Days 


SAINT 


LOUIS, 


1 


Springs 4 Datteus. | 


Sweeten your Spring business with these top-notch sellers. They represent the choice of 
America's most expert shoe buyers. These buyers, and thousands of others, have awakened to 
the advantage of higher standards of quality in shoes. Thus they are now buying the better 
grades in good volume. 


IT TAKES QUALITY TO RETAIL SHOES AT A PROFIT 


CORONADO—No. 4000 — White Kid, 
No. II last, 17/8 blvd. heel. .....$3.50 








ALMEDA—No. 4002—White Kid, 
No. 7 last, 20/8 Louis heel. ......$3.50 








LILAC—No. 4003—White Kid. No. 
7 last, 20/8 Louis heel .......... $3.50 








BERRAINE—No. 1943—All-over 
White Pig Oxford, No. I! last, 
17/8 Blvd. heel errr 





ARIEL—No. 4004—Heymon' s 1933 
White Suva Cloth trimmed in white 


kid, No. II last, 17/8 Blvd. heel. .$3.15 


WOLFF-TOBER SHOE MFG. CO. 


AVENUE, 


MISSOURI 
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Last Fall a radically new plan was 
announced whereby selected inde- 
pendent retailers were to form a 
mutual association under the guid- 
ance of Wise Shoe Co. 


At once, hundreds of letters, wires, 
and personal calls proved that 
thinking retailers were ripe for a 
new plan of doing business at a 


profit. = * ” 

The retailers now in this successful 
voluntary chain group have bought 
their Spring shoes for less than 
they otherwise would have paid. 
They are featuring better quality 
than ever before. 


They are getting quicker turn-over. 
They are on their way to a better 
net profit. They are building a 
sounder, more scientific retail busi- 
ness. And they have made no vital 
change in the set-up of their 
businesses. 


You Get Every Advantage 
Of a Chain Store 


A lower price is only one feature 
of the plan. These retailers become 
an independent arm of one of the 
largest chain store units in Amer- 
ica. Every advantage that the Wise 
Shoe Co. possesses—is theirs. 


In styling, for instance. These re- 
tailers are showing better, smarter 
style than any shop in their cities 
—in fact, the same style that Wise 
shows in its own stores. These 
stylés are originals created by Wise 
stylists—not merely selected from 
manufacturers’ lines. 


These retailers bave better window 
displays than ever before—because 
the Wise Shoe experts do this 
work, planning, preparing and 
even installing sales-making win- 
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dows. Their advertising is more 
effective because it is written and 
planned for them in New York by 
Wise advertising men. 


Their hosiery sales improve tre- 
mendously because they buy first 
quality hosiery at very low prices, 
enabling an independent to com- 
pete with department stores. 


It’s A Sensible Plan 


Whether you do $30,000 volume or 
$300,000—you must know that the 
retail shoe business today is 
speedier than ever before! The 
one-store operator who tries to 
play the game single-handed will 
«soon find himself running back- 
ward on a dead-end street. 


The Wise Co-operative Shoe Re- 
Yailers plan is just plain common- 
sense. It gives you multiple-store 
buying power—without interfering 
with your present freedom. It 
gives you chain store buying pow- 


WISE CO-OPERATIVE 





384 FIFTH AVENUE 








WISE CO-OPERATIVE MONEY: 
MAKING PLAN.... NOW IN 
SUCCESSFUL OPERATION 


er — and chain store executive 
brains. It is a union that gives you 


strength. 
Write for the Facts 


If you are looking ahead to Sum. 
mer and next Fall—if you are won. 
dering where you are going to sit-in 
on this New Deal that Roosevelt 
is giving us—get the complete 
story of the Wise Co-operative 
Shoe Retailers plan. If your city 
isn’t yet closed, we'll be happy to 
discuss the matter with you per. 
sonally or by letter. 





TEN POINTS 
OF THE PLAN 


*The Wise Name is Exclu- 
sively Yours 

* Every Advantage of Chain 
Store Operation ~- 
*You Buy Everything at 
Lower Prices 

*You Get Faster, 
Selling 


*You Operate With Less 
Stock and Get Higher 
Turnover 


*Lower Prices on Hosiery 
and Other Accessories 


* Your Advertising Prepared 
by Specialists 
* Your Window Displays De- 
signed by Experts 
*Complete Help by Wise 
Shoe Executives 


*You Remain Your Own 
Boss 


Better 











SHOE RETAILERS, 


INC. 
NEW YORK CITY 
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THE SPRING PARADE OF 


CAMBRIDGE Pyryg RUBBER CO. 


~ STYLE ORIGINALS 


GAY 
AIRY 
WASHABLE 
PERFECT FITTING 


STYLE SENSE THAT GETS 
THE DEALER HIS PROFIT 
# 


CAMCO 
STREET AND SPORT SHOES 


Special welt construction originated by 
Camco .. . supegior VULTEX (pat- 
ented) PROCESSHK MESH . . . THAT 
WILL WEAR . . .@nd is washable... 
heels, high and lowg . . leather or crepe 
soles ... patterns @f grace and beauty 
with flame overlay @r mesh reinforcing 


underlay designs. e Luxor T-strap, 
and Aviatrix Ox- 


excellent exam- 
ples of other irresistible patterns in the 
Camco line. 


write or wire for samples 


CAMBRIDCE 
RUBBER COMPANY 
Leather Shoe Division 
General Offices and Factories 
CAMBRIDGE, MASS. 


BOSTON NEW YORK CHICAGO 
610 ATLANTIC AVE. 125 DUANE ST. 317. W. MONROE ST. 
AND LEADING WHOLESALERS 


When writing advertisers please mention Boot and Shoe Recorder 
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| Leisuse Teale 


DANIEL GREEN 


A time-honored name in the shoe industry .. . 
founded on a reputation years in the making .. . 
nurtured by footwear of honest and thorough 


quality . . . an organization to be depended upon 


COLONIAL TANNING COMPANY 
BOSTON gs 





reen, |, _Pur- 
ple and Wine. 
$1.50 


... and a product fabricated from the finest mate- ne — ss ~~ : 
rials, for instance, Colonial Patent as featured in . ps - 
the slipper below. PF Mf 
va fe. a s , ‘lilt 
&* > ‘ BoC ae ah —ulililll: 





Pe a 





LONIAL PATENT 
COLONIAL TANNING COMPANY 


WAT ENS BOSTON 
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sung 
us pat OFF 
Releor gp 


AAAA-EEE 
SO8S Black Kid 6 eyelet tie 
$079 Brown Kid 6 eyelet tie 
8088S White Kid 6 eyelet tie 
8004 Rueping’s Tan Kin Kin 
6 eyelet tie, brass eyelets, Moccasin Vamp. 


MUSEBECK 
No. 86 


AAAA-EE 
S086 Black Kid 6 eyelet tie 
8087 Brown Kid 6 eyelet tie 


_N 
ee 
v OFF ° 
Res No. 88 
AAAA-EEE 


$078 Black Kid Blu. Ox. 
$074 Black Kid Bal. Ox. ............. 


MUSEBECK 
FOOT-so-PORT 


TRADE MARK REG. 


POISE - POSTURE - PROFIT 


Poise is one of the most coveted desires of WOMAN. 
mental and physical balance and is summed up in—“the complete 
command of a situation.” 


It consists of 


Aching—Paining—Burning—Smarting Feet—don’t promote any- 
thing but—a wrinkled brow—a disturbed mind—and a weak body. 
They certainly don’t promote poise or the command of any situation. 


Every day, more and more women are learning that “She who walks 
in Beauty” must walk in CORRECT SHOES. They are earnestly 
trying to find shoes to meet their needs. This is difficult because nine 
out of every ten women have neglected their feet until they have 
some form of foot trouble requiring special fitting with special shoes. 


MUSEBECK FOOT-SO-PORT SHOES for women are constructed 
with the patented Musebeck FOOT-SO-PORT INSOLE that straight- 
ens up Ist, 2nd, 3rd or 4th degree weak feet-—-and gives proper foot 
posture. With proper foot posture comes better body posture and 
relief from mental strain and nervousness caused by sick feet. 


Your strongest selling point is this: —“Let Musebeck FOOT-SO-PORT 
Shoes be your 85% shoes—wear them while walking or working on 
your feet—wear them 85% of your time and then you may wear 
lighter shoes for dress without any serious injury to foot health.” 


Musebeck FOOT-SO-PORT Shoes render such a valuable SERVICE 
to the customer and build up such a nice profit business for the 
dealer, that there are very few cities left in which the EXCLUSIVE 
AGENCY has not been arranged for. 


“The wise investor buys early on a rising market.” Here is your 
chance—and NOW is the time to take it. You buy Profit Shoes for 
Profit Feet when you buy MUSEBECK FOOT-SO-PORT SHOES. 


MUSEBECK FOOT-SO- 
PORT INSOLE. Built 
into all Musebeck Shoes 
for WOMEN. Manufac- 
tured under patent No. 
1850977. 


MUSEBECK SHOE 


Danville Illinois 
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PERFORATED COUNTERS 


The NEW IMPROVED Air- 
Cooled Counter produces a 
“breathing shoe” when used in 
conjunction with the All-Over 
Perforated shoe which includes 
a perforated quarter lining and 
quarter. It also perfects the 
“Double Mesh,” its All-Over 
Lace with a mesh lining and box 
toe, producing a 100% AIR- 
COOLER SHOE. 


THE ORIGINAL 
VAMP CHART 


The original charted VAMP. It 
is used as a base in producing 
beautiful open and closed woven 
designs. 


New styles from a 






selection wide .. . 


Foot ease and 


stride. 


Copyrighted 1933 by O. H. Daniels Process Co. 


pleasure in each 











BREATHING SHOES 


Ale COOLLR 


SHOE 





. 
Sayre This Vamp ay 









ho, chart copy- 
Om» righted in 
, * 1932. 


Va 
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I- Licensed by 


C.H. DANIELS 
NDER U.S. LETTERS PAT): 


NO. 1.772340 AUG.S, 1930 

NO. 62,079 SEPT,23,1930 

NO. 1,806,675 PAY. 26,1931 22. 
ima 





IDENTIFICATION 

For your protection all shoes 
including the features covered 
by the Daniels’ Patents ar 
marked with manufacturers 
identification number, and Pat- 
ent numbers appropriate to the 
construction in the above form. 
This identification number js 
assigned the manufacturer by 
the Licensor, and must appear 
on the heel pad followed by the 
Patent numbers. 


LICENSES 
Licenses may be granted to 
a few more manufacturers 
in certain grades. If inter- 
ested communicate with 
Cc. H. Daniels, Derry, N 











Exhale the warmth 
and moisture too, 


Let nature have 
its way. 










Pe eT er ee te | 
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ow You May Know Them! 


The DANIELS Patented 


PERFORATED » 
WOVEN AND 


)OUBLE-MESH SHOES 





Wa 
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These Supreme Air-Cooled shoes are 4/10* perforations and 6/10* leather. This 
ratio of perforations to remaining upper materials cannot be exceeded, and is 
made possible only by the Daniels patented shoes and processes. Nevertheless, 
these shoes have been thoroughly tested for durability and practicability by “flex- 
ing,” “aging,” “strength” and for “stretch,” as preventing stretch is very important. 
These tests included various types of linings during all stages of shoe construction, 
including Vulconizing-combining before and after.. All this data has been passed 
on to licensed manufacturers, insuring Perforated Protection. 


Patent No. 82,079 by C. H. Daniels applies to any shoe possessing substantially 
an All-Over vamp designed of equi-sized, equi-spaced perforations, regardless of 
whether the holes are round or square or otherwise. A design infringement of 
it would be any shoe that a casual observer, not an expert, would presume to 
be practicaily the same if seen in separate locations, which doctrine has been laid 
down by the Supreme Court and has been followed since 1871. 


Patent No. 1,772,340 by C. H. Daniels covers certain types of “joints’’ to produce 
a shoe with a single unit vamp section with a lining and outside upper combined 
in one. This covers the mechanical construction for plain perforated shoes con- 
taining continuous rows of perforating whereby each row produces a continuous 
reinforcing strip between each row of holes. It also covers perforations through 
and through the toe stiffener, vamp, and lining portions of the shoe. “Soft toe” 
shoes constructed without a “TOE STIFFENER” have no preventative from the 
“PUCKER AND PULL.” 


Patent No. 1,806,673 by C. H. Daniels covers the mechanical construction of the 
vamp with a plurality of pre-determined perforations completely through upper 
materials; then the inter-woven designs are produced by weaving separate strips 
of materials through and through, thereby holding the lining and the outside upper 
together independent of any adhesive. Also the box toe woven into a lined or 
unlined vamp and thereby securing them positively together. 


Patent No. 1,773,681 owned by, C. H. Daniels covers continuous slitted and woven 
vamp construction. They can be woven in whole or in part. Relatively short 
slits are spaced in side to side relation. These are so arranged that there is a 
continuous unslitted upper section between each adjacent pair of rows. Through 
these slits are woven strips forming a strong construction of a single unit vamp 
or quarter of woven effect. 


Patent No. 1,828,320 by C. H. Daniels covers a shoe comprising an open work 
outer section of textile fabric, a single or plural open work lining- section in 
super-imposed relation, with at least some of the openings in inner and outer 
sections aligned with each other to produce the multi-mesh shoe. This open 
work lining reinforces and stiffens the outer section, thereby adding strength, 
durability, and ruggedness ; it also tends to prevent collapsing of the upper material 
and allows open work and Air-Cooling from the tip of the toe to the back of 
the heel in combination with the use of the Air-Cooled counter. 


Patent No. 1,901,494 by C. H. Daniels covers the Jewel Shoe and the mechanical 
method of piercing upper sections of the shoe, inserting and clinching stud 
retaining members for brilliants. The he a lining of the shoe serves as 
protection for the foot from the inner ends of the studs. Also in open-work 
woven shoe the alternate weaving strips serve as protection to the foot from 
the interior end of the stud. By use of rhinestones the shoe can be produced in 
varied designs and colors. 


Patent No. 1,786,619 owned by C. H. Daniels. A weaving device which includes 
a special suspended needle that speeds up hand weaving operations. 


“Patents of additional features have been allowed and will be issued 
shortly. There are also other patents pending.” 


They’re perforated thru 








~ and thru 
\ The whole inner structure 
of the shoe— 
\ 





Toe, vamp, quarter and 
counter too. 


Copyrighted 1933 by C, H. Daniels Process Oo. 


The 
Following Firms Are 


DULY AUTHORIZED 
TO 


MANUFACTURE 


SHOES AS OUTLINED 
UNDER 


PATENTS 
OWNED BY 


C. H. DANIELS 


BROWN SHOE COMPANY, St. Louis, Mo. 
(Makers of Violet Ray Shoes) 


CENTRAL SHOE CO., St. Louis, Mo. 


L. B. EVANS SON CO., Wakefield, Mass. 
(Makers of Radio Tyme Slippers) 


FRIEDMAN-SHELBY SHOE CO., St. 
Louis, Mo. 
(Branch of International Shoe Co.) 


GREAT NORTHERN SHOE CO., Man- 
chester, N. H. 
(Branch of International Shoe Co.) 


C. A. GROSVENOR SHOE CO., Worcester, 
Mass. 
(Makers of Groco Slippers) 


F. M. HOYT SHOE CO., Manchester, 
N. H. 
(Makers of Beacon Shoes) 


INTERNATIONAL SHOE CO., St. Louis, 
Mo. 


INTERSTATE SHOE CO., Manchester, 
N. H. 
(Branch of International Shoe Co.) 


JARMAN SHOE COMPANY, Nashville, 
Tenn. 
(Makers of Friendly Five Shoes) 


M. A. PACKARD COMPANY, Brockton, 
Mass. 

(Makers of The Packard Shoe for 
Men) 


PETERS SHOE CO., St. Louis, Mo. 
(Branch of International Shoe Co.) 


RICHLAND SHOE CO., Nashville, Tenn. 
(Makers of Fortune Shoes) 


ROBERTS, JOHNSON & RAND SHOE 
CO., St. Louis, Mo. 
(Branch of International Shoe Co.) 


WALL STREETER SHOE CO., No. Adams, 
Mass. 
(Makers of Foot Pal Shoes for Men) 


WENTWORTH SHOE CO., Derry, N. H. 
UNITED SHOE MANUFACTURING CO., 


St. Louis, Mo. 
(Makers of Foot Fan Shoes) 










































THALIA 

19/8 Heel 
R-567—White Kid—$3.75 
R-568—Mat Kid—$3.75 
R-569—Blue Kid—$3.75 


CLAUDINE 
17/8 Heel 
R-508—Black Baby Calf, perforations 
underlaid with grey—$3.60 
R-558—White Baby Calf—$3.60 
R-585—Grey Baby Calf, perforations 
underlaid with white—$3.60 


(Ghillie Sandal) 
13/8 Heel 
R-572 — White Baby Calf 
—83.75 


VALENCIA 

16/8 Heel 
R-531—Blue Baby Calf——$3.75 
R-532—Chaff Baby Calf-——$3.75 
R-533—White Baby Calf—$3.75 
R-537—Black Baby Calf-——$3.75 
R-556—Tan Baby Calf——$3.75 

(Perforations punched through) 


ESTEREL 
14/8 Heel 
R-551—Chaff Pig Calf. rin 
R-553—Blue Pig Calf. 75 
R-554—White Pig Calf—$3.75 
(Perforations punched through) 


DORIC 
14/8 Heel 
R-562—White Buck with tan 
calf trim—$4.00 
R-563—Genuine White Pig- 
skin—8$4.00 
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N-STOCH 


FANTAN 
19/8 Heel 
R-539—Chaff Baby Calf—$3.75 
R-540—White Baby Calf—$3.75 
R-541—Blue Baby Calf—$3.75 
R-560—Mat Kid, perforations under- 
laid with patent leather— 


$3.60 
R-576—Grey Baby Calf—83.75 
(Perforations punched through) 


BREVETTE 
17/8 Heel 
R-570—White Baby Calf—83.60 


REGENT 

20/8 Heel 
R-432—White Kid—$3.25 
R-442—Black Baby Calf—8$3.00 
R-490—Brown Kid—$3.25 
R-525—Blue Kid—piped in grey 


$3.25 
R-555—Parchment Kid— piped in 
beige $3.25 





When writing 


advertisers please mention Boot and Shoe Recorder 
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